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Many farmers are prosperous again. Here's how dealers are 


Turning Farmers 
Into Buyers 


Creative merchandising does the job for 
dealers from coast to coast with 





‘*Mass selling’ methods 
Complete farm buildings 
Farm homes 

Home improvement 
New farm structures 


See page 38 








Complete Facts on 


MODULAR LUMBER 


—A system that may revolutionize your purchasing, ma- 


terials handling, binning and selling. See page 72. 

















For anv wood door — plywood, composition, hollow cor¢ 
1 


or louvered 
\djustable to assure accurate door alignment 

No dirt-collecting bottom track — saves installation time 
eliminates interference with carpet 

\ll parts surface mounted for quick, easy installation — 
no time-consuming mortising 

\ll parts except knob concealed from exterior view — 
hinges mounted on back of door, out of sight 

Nylon bearings at pivots and door guides for lifetime 
whisper-quiet friction-tree operation 


Gives full access to closet, wardrobe or other opening — 


projects into room only one half as much as conventional 


zed in kits for two or four-panel installations — kits 

six different size openings 
Plus a host of other Dexter quality features that are out- 
ned in a new illustrated brochure free to dealers. Write 


cop’ 


bi-fold 


door 


hardware 


Everything necessary for quick, easy installation of smooth- 


working bi-fold doors in any opening 


DEXTER LOCK DIVISION 


Dexter Industries, Inc., Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Galt, Ontario 

In Mexico: Dexter Locks, Plata Elegante, S.A. de D.V. Monterrey 

Dexter Locks are also manufactured in Sydney, Australia; Milan, ltaly and 
Porto, Portugal 
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WHEN IT’S FLOORED WITH 


BRADLEY BRAND OAK FLOORING 











Bradley Brand Straightline Flooring is made in a special way to insure 
uniform straightness and mirror-smoothness. Bradley’s exclusive manu- 
facturing process begins with specially-designed rips which produce straight 
strips. These strips, passing through modern flooring machines, are 
precision-milled to make flooring that is a favorite with applicators every- 
where. Flooring is but one of many fine Bradley products—all manufactured 
with the same care and precision. See your Bradley representative for all 


your lumber needs. 


BRADLEY LUMBER COMPANY 
of ehanvat 
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Only one 
manufacturer 


can make 


this statement 


What does this mean to you? It means that 
when you choose our pipe you can be sure 
of quality —quality that is job-tested by 
waterworks engineers who know their 
business. Read the few facts below about 
Supplex Flexible Polyethylene Plastic 
Pipe —and let us hear from you. 





* * * * * * * * * » 


WHO makes it? Supplex pipe combines the 
experience and integrity of two of the industry’s 
greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 
techniques in production and quality control. 


WHAT about use for drinking water? 
Supplex Plastic Pipe bearing the NSF Seal is certi- 
fied safe for drinking water by National San- 
itation Foundation, Ann Arbor, Michigan. 


WHERE do I use it? For wells and farm water 
systems. For construction job water lines, industrial 
piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


HOW does it come? Six diameters — each in 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember: American Hard 
Rubber Company also makes 8 other types of 


plastic pipe! 


WHICH fittings and clamps? Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 


WHEN don’t I use it? We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125° F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 


Ace & Supplex Plastic Pipe 


Products of American Hard Rubber Company and Supplex Company 
Divisions of Amerace Corp., 335 Broadway, New York 13, N. Y. 
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...an exclusive new Sargent Promotion 


Here’s the sales assist your builder customers have been 
looking for. An exciting traffic stimulating program 
geared to today’s progressive home selling. 

And it’s free .. . from Sargent. 

A bin full of Westinghouse prize radios. 

A $500 grand cash award. Newspaper mats, 

displays and a complete kit of merchandising 

materials are ready to back up the sales effort. 

Get all the facts about the LUCKY KEY CONTEST 
from your distributor today. Or write 

Sargent & Company, New Haven 9, Connecticut. Dept. 3-F. 


. patterned 





Pictured is a handsome new Sargent design . . 
aluminum panels set into an escutcheon of polished brass. 
See the full line of “styled for tomorrow’ Sargent hardware. 


SARGENT LOCKS"... Sign of a well built house” 
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Newscast | 
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DEALERS REPORT PROFITS UP, OUTLOOK GOOD 










One-third of a group of 45 Chicago metropolitan area retail lumber 
dealers had 1957 net operating profits of 4% and over, according to an 
operating statement survey just released. The average 1957 net operating 
profit of these yards was 3.83%. The most profitable yard had a net operating 
profit of 9.45%, the least profitable had a net operating loss of 2.18%. 












Dealers in the Chicago metropolitan area concentrating on contractor 
sales seemed to do a bit better than those working more on homeowner trade; 

12 dealers in the group with net profit of 2% or more had 72.2% of their business 
with contractors, 15.6% with consumers, while 11 other dealers with net profits 
below 2% had 62.6% of their sales with contractors and 24.2% with homeowners. 














New England reports. Dealers in New England, who cater to the remodeling 
and homeowner trade have been holding their own volumewise this spring, 

while dealers with largely contractor trade have been running behind as much 
as 20%-40% in volume. 













Wholesalers in that region report there is more hand-to-mouth buying 
this spring, with warehouse sales running as much as 10%=20% ahead. One 
manufacturer's sales manager told American Lumberman: "In the majority of 
retail yards in New England there is an atmosphere of healthy expectancy." 















HOME BUILDING OUTLOOK CONTINUES NOT BAD, NOT GOOD 









Starts still slow with new homes in April registering at an annual rate 
of 950,000, a long way from the J].1 million predicted last winter. April 

a year ago saw starts at an annual rate of 962,000. The emergency housing law 
Signed 60 days ago is expected to help no sooner than early fall. 


















Among the optimistic notes. So brisk is the demand for FHA mortgage 
insurance that FHA will run out of inSurance money by July. Haste is being 
made to increase it before that time...a Survey of NAHB members says three 
out of every five speculative builders expect housing starts in their 
communities to exceed 1957; only 16% expect housing starts to decline in 
their areas...consensus is that housing market pressure is strongest in the 
lower price brackets, where high land costs cause the most trouble. 

















Walter E. Hoadley, Jr., treasurer, Armstrong Cork Co., Says he expects the 
recesSion to last through 1960. He says it is "more than a rolling readjust-~ 
ment." Hoadley thinks new home starts this year will be about the same as 1957. 













NEW YORK PASSES ANTI-BAIT LAW 


A new state law forbidding the use of "bait" advertising is now in 
force in New York State. Bait advertising is offering something the seller 
doesn't intend to deliver. Massachusetts already has such a law. NERSICA, 

national home improvement contractor group says, "The law is a forward step 
to protect honest home improvement contractors and the public they serve." 























LEGISLATION OF INTEREST TO DEALERS 


The 1958 housing bill. Now in Senate committee, this bill would boost 
the limits of FHA mortgage insurance to $30,000 per single family home, 

raise Fannie Mae's mortgage purchase limit from $15,000 to $20,000 each and 
set up a six-year slum clearance program. 
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Dealers Should Attack Cost of Products; Stop 
Fighting Kach Other, Says Buchan of Lowe’s 


The president of Lowe's chain in Southeast tells convention: 


* “Cash-and-carry” is wrongly blamed for dealers’ woes. 


In immediate future, there will be more and more credit 


and less and less cash selling. 


One result of high costs is public housing, which generall) 


is supplied on a direct basis, cutting out dealer. 


The basic problem is lack of cost-cutting new materials 


available to dealers to bring more people into building 


market. 


The top executive of controversial 
Lowe’s Inc., which has chalked up one of 
the greatest sales successes in the industry 
during the past two years, put the blame 
of dealer plight today on “high-priced” 
building materials available to the dealer. 

“As I see it, building material dealers 
are not to blame for their plight in the 
marketplace,” he told retailers attending 
the recent 35th annual Southeastern Lum- 
bermens convention in Atlanta. “They 
are the unwilling victims of a series of 
systems and conditions that are not of 
their own making. Manufacturers, for 
years, have encouraged and urged dealers 
to charge high and exorbitant prices for 
their products. The theory has been ‘all 
the traffic will bear.’ 

“After years and years of this, some- 
thing has happened. What is it? World 
War II and public housing drastically 
changed the situation for everybody— 
manufacturers as well as dealers. But 
manufacturers still urged dealers to main- 
tain high prices to the consumer. But out 
of the same mouth they insisted that 
dealers do it differently on large projects. 

“This is what happened: manufacturers 
insisted that dealers handle products such 
as gypsum board on large projects in 
many cases for a dollar or less profit per 
thousand square feet; roofing sometimes 
as low as 5 to 10¢ per square; cement as 
little as a half a cent per bag! But, they 
advised the dealer to still get from 30% 
to 40% from the consumer, the small 
contractor or anybody else he can. 

“Is there any doubt that building 
material dealers are confused? Give it 
away to somebody you probably don’t 
even know, but be sure to continue to 
rob your friends and neighbors who have 
supported you through the years! 

Buchan said that such a split pricing 
policy simply left plenty of room for any- 
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Carl Buchan 


one who wished to establish himself in 
the building business. 

“But now,” he continued, “the price 
cushion is fast disappearing and oppor- 
tunities in this business are becoming 
more limited, even in an expanding econ- 
omy. Why? When a public housing proj- 
ect is built, such as the old 608’s or the 
Capehart projects of today, or when any 
one of the many hundreds of thousands 
of public housing units are completed, it 
removes that number of potential cus- 
tomers from the building material dealer 
for at least a generation. 

“The market has vanished and the 
dealer has not profited from it. The man- 
ufacturer gets his profit, but the dealer 
moans that he has made from nothing up 
to 2% on these projects. Everyone felt 
like he was doing a lot of business. And 
he was, but it created a sense of false 
prosperity. Most dealers simply do not 
make money on these projects.” 


Speak up! Buchan said that every deal- 
er should urge all producers to pool their 
vast resources, cooperatively, in one gi- 
gantic research project, to invent and in- 
troduce new and revolutionary products 
and methods. 

“If new products are not introduced to 
outdate homes as we know them, our 
business, as I see it, will go the way of 
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the livery stable, the blacksmith shop, the 
ice man and the custom tailor,” Buchan 
told the lumbermen 

Americans cannot afford custom-made 
homes, he said. The dealer has got to 
have from his manufacturer new materi- 
als and methods to bring prices down. If 
they do not come, the market eventually 
will be divided into two groups—(1) pub- 
lic housing and (2) prefabrication—and 
there will not be any need for the re- 
tailer’s services, he predicted. 

C&C a “farce.’’ Buchan’s company, 
which operates nine supermarkets and a 
group of associate stores, has been refer- 
red to as a “cash-and-carry” operation 
The North Carolina executive denied this 
label at the convention, as he did in 
{merican Lumberman’s article on Lowe’s 
last fall. 

“In my humble opinion any merchant 
is foolish not to get cash in every in 
stant possible. But he is also stupid if he 
doesn’t take all the sound credit business 
available. I, personally, do not subscribe 
to the cash-and-carry theory of doing 
business—and never have. To me the im- 
mediate future in building materials looks 
like more and more credit.” 

Buchan told the dealers that his com- 
pany is engaged in the business of mer- 
chandising and selling what they term 
“basic values.” This is often confused and 
accused, he said, of being cash-and-carry. 


House of the Future 
At the Brussels Fair 

A scale model of the “House of the 
Future,” a house built by Monsanto 
Chemical Co., New York City, to demon- 
strate and test the use of plastics in home 
construction, was put on display recently 
at the Brussels World’s Fair. The replica 
of the plastic shell, about 4’ square, is 
part of the “Face of America” section in 
the U. S. Pavilion. 

Basis of the design is a_ gracefully 
curved hollow plastics section, 8’ x 16’, 
which forms ceiling, wall and floor. Six- 
teen such modules were cantilevered from 
a 16’ square utility core to form four, 
16’ square wings. Located in the core 
are baths, kitchen, laundry and heating 
facilities. 

Construction of the House itself was 
completed by Monsanto last year at 
Disneyland, Anaheim, Calif. 
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ARE YOU GETTING | 
we ° * 


OF TODAY’S 
FLOORING SALES? 


Aggressive dealers are constantly telling their 
customers of the superiority of oak flooring 
instead of surrendering this business to sup- 
pliers of substitute materials! 


CLOUD’S 
Tell them these facts and sell le< KUYAaE 
OAK FLOORING 


OAK FLOORING....more beautiful. more durable 
OAK FLOORING .... easier to care for 

OAK FLOORING... more sanitary 

OAK FLOORING... more healthful to live on 
OAK FLOORING .... best for home resale value 
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Only oak flooring offers all of these bonus values at a cost no greater and 
usually even less than that of plywood floors with non-permanent floor- 


coverings “C”’ or “T”’. 


NOFMA . eee i Let us quote 


CCT) }  ovauiry 
OAK Oak E — — vs on your 
LOOR FLOORING PF a = : 
SINCE . ’ : . 
1926 - | requirements 


LD, MISSOURI 
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Add the Capitol package to your 
model homes... add up more sales 


Levitt Sons dd —o can youl 


Levitt & Sons, world’s largest home builders, 
wanted to move more prospects from the 
inspection line to the dotted line. They did it 
by adding the Capitol package of aluminum 
combination storm doors and windows to their 
sample homes . . . at no increase in price! 


Result? Traffic increased and sales jumped! 


Levitt & Sons know that the modern home 
buyer wants a completely equipped home. 
They found that the Capitol package of 
aluminum combinations are just as important 
a factor in sales as wall ovens, dishwashers, 
air conditioning, complete insulation, land- 
scaping. They are giving the people what 
they want. 


Offering Capitol storm doors, windows and 
screens: 


e shows buyers immediate savings in heat- 
ing costs 
saves them hundreds of dollars over sepa- 
rate purchase 
assures service-free installation by fac- 
tory-trained technicians 
cost can usually be included in the mort- 
gage 
Put the Capitol package on your sample 
homes. You’ll draw more traffic . . . you'll 
close more sales. Levitt & Sons did... so 
can you. 
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Here’s why Levitt & Sons chose the Capitol package: 


1. CAPITOL QUALITY Capitol, world’s 4. TECHNICAL ASSISTANCE Capitol’s en- 
largest manufacturer of aluminum gineering staff will work with you on 
doors, builds in the kind of quality planning and design... so that you’ll 
that builders appreciate, the features get the right product for the right 
that have customer appeal. purpose. 


fot nt — ap a — . INSTALLATION SERVICES Capitol fac- 
a ke pede tory-trained crews work to your sched- 


for every type home... as well as roll- uhh On actin neue tenkelaaiam 
ing doors, prime windows and window A oat ’ 


walls—all from a single source. 
ROLLING GLASS DOORS e PRIME WIN- 


. DIRECT DELIVERY Capitol has its own 
fleet for delivery direct to your site . DOWS ¢ WINDOW WALLS ¢ COMBI- 
NATION STORM DOORS, WINDOWS, 


on your own time schedule. No inven- 
tory problem. SCREENS e JALOUSIES ¢ EXTRUSIONS 


CAPITOL PRODUCTS CORPORATION 
Mechanicsburg, Pa. 


Please give me more information as soon as possible on how the 
Capitol Package can mean more sales for me. 


NAME 





COMPANY. 
CAPITOL...A SINGLE SOURCE, SINGULAR ADDRESS 
SERVICE FOR ALL YOUR ALUMINUM DOORS ciry 


AND WINDOWS TELEPHONE 
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Wholesalers Study Relations With 
Retailers at NBMDA Meeting 
Current emphasis on price is disrupting distribution system, 


says Buffalo wholesaler. 


Too much emphasis on price and too 
little emphasis on service is disrupting 
both price structure and the building ma- 
terials distribution system for manufac- 
turers, wholesalers and retailers. 

rhese two industry troubles—price cut- 
ting and service cutting—were named by 
J. C. L. Evans, Buffalo wholesaler in a 
panel discussion on distribution at the 
recent Philadelphia semi-annual meeting 
of the National Building Material Dis- 
tributors Association. 

“Customers purchase what the product 
will do for them,” Evans continued. “If 
it renders no service there is no sale.” 

Not main customer. Another panel 
member, Robert A. Jones, executive vice- 
president, Middle Atlantic Lumbermen’s 
Association, scored the retailer’s belief 
that contractors are his No. 1 customer. 

“This is not true,” he said. “The builder 
is the agent of the consumer. Thus, know- 
ledge of the products the dealer sells is 
not the answer to his increased sales, but 
knowledge of consumer buying habits.” 

Wholesaler Norman Herr, Bayonne 
Steel Products Co., Newark, N. J., urged 
wholesalers to think in terms of complete 
programs to aid the retail dealer sell his 
trade. 

“Select what you have to sell and de- 
cide what you must do to sell it,’ Herr 
advised. “Set this down on paper, fix 
dates certain things are to be done. That's 
the way the dealer needs to approach 
his sales problem.” 

Help needed. Hugh Tompkins, execu- 
tive secretary of the New Jersey Lumber- 
men’s Association and a former retail 
lumber dealer, urged wholesalers to help 
the retailer modernize his business. 

“Teach the dealer how he can do 
business with a profit and on a sound 
aggressive merchandising basis,” he said. 

Price selling hit. “If the dealer is go- 
ing to grasp the temporary advantage of a 
cut price and forsake his loyalty to the 
manufacturer, who is trying to do a con- 
structive job of helping him, then the 
industry is either going to stand still or 
go backward,” commented R. Johnson, 
director of advertising, Johns-Manville 
Sales Corp., New York. “When the dealer 
cuts his price the manufacturer must 
meet that cut price and the broad idea 
of selling helps goes out the window.” 

Johnson urged dealers to know what 
their potential market is in their areas— 
the number and type of existing homes, 
number of new homes likely to be built 
each year and the population trend. 

“All of these have a bearing on the 
dealer’s future,” Johnson said. “The man- 
ufacturers can help determine these im- 
portant factors for wholesaler and deal- 
er.” 

Distribution policy urged. The associa- 
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tion passed a resolution urging manufac- 
turers of building materials to sell only 
through wholesalers, furnishing wholesal- 
ers with prices showing net wholesale 
cost. 

“In areas where it is not possible to get 
a wholesaler,” the resolution continued, 
“the manufacturer should recognize the 
wholesaling function by holding back a 
wholesale functional discount from the 
non-wholesale outlet selected.” 


LUMBER PRICES —— 


Sheathing Market Strong 

Plywood sheathing prices are up a bit 
at northwest mills. Major producers re- 
port prices for the key %”-thick un- 
sanded grade now stand at $96 a thou- 
sand square feet, up from $93 a week 
ago. “The sheathing market is very strong 
right now, and I wouldn't be surprised 
to see it take another $1 to $2 jump in 
the next 10 days,” reports a plywood job- 
ber. Five-eights-inch-thick sheathing ac- 
counts for about 12% of all plywood 
production, according to Douglas Fir Ply- 
wood Association figures. 

In contrast to plywood sheathing, 
prices for the 4”-thick sanded grade con- 
tinue to drag along at about $64 a thou- 
sand square feet. That’s down from $72 
at the start of 1958. 


From the Markets 

SAN FRANCISCO—Mills throughout 
the Pacific northwest are experiencing an 
upsurge in orders and the Douglas fir 
mills, in particular, now find orders and 
shipments well in advance of output. Pine 
orders, on the other hand, are down 
slightly from previous weeks, although 
still well ahead of last year. Plywood 
prices are hovering near the $64 level for 
144” AD grade, while standard and better 
green fir brings $61 to $62 for random 
lengths at the mills. 

TACOMA—A sharp increase in orders 
is reported by three large plywood and 
lumber concerns. One large plywood pro- 
ducer said last month’s demand for all 
types of plywood was up about 25%. 

SEATTLE—Green fir dimension now 
is selling at higher prices. The price of 
hemlock also has been boosted. Cedar 
shingle prices are firm on several grades 
and all No. 2 shingles are in good de- 
mand. However, manufacturers of cedar 
lumber are fighting to hold at higher 
lists. 


Orders Above Production 

Lumber shipments of 482 mills report- 
ing to the National Lumber Trade Barom- 
eter were 9.3% above production for the 
week ended May 10. In the same week, 
new orders of these mills were 9.9% 
above production. 


Seek Correlated Dimensions 


For Wood Cabinets 

Steps to correlate dimensional specifi- 
cations or range hoods and wood kitchen 
cabinets were taken at a recent meeting 
in Chicago of the engineering committee 
of the National Institute of Wood Kitchen 
Cabinets and a group of ventilating fan 
and hood makers. It was recommended 
that: 
¢ Wood kitchen cabinet makers work to 
accommodate a nominal 12” hood. This 
will permit hood manufacturers to stand- 
ardize on 1142” or 12” depths. It also 
means that wood kitchen cabinet manu- 
facturers should furnish a filler if their 
wall cabinets exceed the nominal 12” 
depth. 
¢ The two most popular sizes, 36” and 
42”, be accepted as standard widths for 
cabinets and hoods over ranges. 
¢ Any portion of the fan or discharge 
duct extending into the cabinet itself shall 
not be closer than 1” from the outside 
face of the ends or the outside back of 
the cabinet. 
¢ Manufacturers of fans and hoods devel 
op a common method for dimensioning 
cut out requirements on their specification 
sheets. 


Glass Week 

National Glass Week will be celebrated 
Oct. 19-25, reports executive director 
Stanley W. Hoffman, National Glass 
Dealers’ Association. Brochures describ 
ing promotional items, with suggestions 
for their profitable use by dealers are in 
the mail. Orders for material should be 
sent directly to the association’s official 
supplier, Sidney H. Brown & Co., Dept 
AL, 2045 No. Second St., Philadelphia 
ie) 


BRINGS DAYLIGHT INTO GARAGE— 
Patterns, colors and translucence are 
combined in reinforced fiberglass panels 
of Marvel-Lucent garage door produced 
by Crawford Door Co., Detroit. Besides 
style and drama, the paneling is strong, 
maintenance-free and translucent, the 
maker says. It will admit enough day- 
light into the garage to permit its use as 
an “‘extra’’ family room. The above pat- 
tern comes in black or white against a 
background of either crystal spray, 
aqua-glo and citron yellow. 


June 9, 1958, AMERICAN LUMBERMAN AND 





NEW G-P REDWOOD BEVEL SIDING 
-2 exclusives move it fast! <q 





UNSEALED SEALED 


NEW FACTORY-SEALING®* saves time, NEW PROTECTIVE PACKAGING cuts 
labor, up to 14 on paint! No back-priming is handling time, damage loss ! G-P heavy-duty 
needed. Paint flows on faster, covers better, plastic-coated paper is heat-sealed to keep 
lasts longer. New G-P sealer prevents water- out dust and moisture. Easy-to-handle pack- 


spotting, inhibits mold. Smudges wipe off. WwW ages can be safely stored at yard or job site. 
*Patent applied for 











MORE INFORMATION? Call your local G-P 
source or mail this coupon to Georgia-Pacific, 
Hammond California Redwood Division, Dept. 
AL658, Equitable Building, Portland, Oregon. 
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Your best bet for bigger paint 
consumer demand for these 


SUN-PROOF 


America’s Finest House Paint 


e The only house paint 
that gives the home 

the extra protection 

of Fume-Resistant Pigments 
and special VITOLIZED OIL.” 


More than one hundred MAESTRO COLORS® 


PITTSBURGH 


YMBOL OF 
PATTS BURGH FP LaAre 
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sales is the increasing 
popular Pittsburgh Paints 

















Rubberized 


WALLHIDE 


Easy-to-use wall paint 


@ Easy to apply. 


@ Dries in less than half 
an hour. 


@ Has no unpleasant odor. 
© Wears wonderfully. 


© Can be washed repeatedly. 


Hundreds of MAESTRO COLORS® 


@ If you want to cash in on this opportu- 
nity for bigger paint volume and profits— 


Mail this coupon 






Pittsburgh Plate Glass Company, 
Paint Division, Dept. AL-68, Pittsburgh 22, Pa. 


Gentlemen: I am interested in obtaining further 
details about selling your popular Rubberized 
WALLHIDE and SUN-PROOF paints. 


SEVENTY-FIVE YEARS Address 


GLAsSS COMPANY City County___ State 


PITTSBURGH INDUSTRIES LIMITED 
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MER- 
CHANDISER 
Attractive 
floor unit, 
measuring 


2477x2154” 


The new K-4 contains 21 of 
the most popular sizes and types 
of fixtures . . . 11 in transparent 
bags, 10 in open stock packages 

. plus 5 each of the most popu- 
lar kit, 4 convenient sizes of perfo- 
rated board and a supply of 
do-it-yourself folders 


List Price $96.15 


SELF SERVICE BAGS 


Eosily displayed in bin 
or perforated board for 
customer convenience, 
improved appecronce, 
easier selling 


K-2 MERCHANDISER 


Attractively printed, 
16”x20” counter unit 
with ao stock of 18 
best selling fixtures 
and supply of folders 


ORDER FROM YOUR WHOLESALER 


Fenbuchtes Ine. 


“One good turn (buckle) deserves another" 
BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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What's Happening 





Manufacturers 





Sales Reports are 


Mixed But All are Hopeful 


Some few firms reach new sales peaks among building product 


makers. But others incur losses. But most see slow improvement 


no boom—ahead. 


U. S. Plywood Corp. A new high of 
$203,245,000 in sales for the fiscal year 
ended April 30 is reported by president 
S. W. Antoville, U. S. Plywood Corp., 
New York City. This compares with 
$201,878,000 for the previous year. Dur- 
ing the first four months of ’58, he noted, 
new construction has kept pace with a 
year ago, and the consumption of fir 
plywood is running 12% ahead of last 
year. 

The Upson Co. Increasing orders and 
sales so far this year indicate The Upson 
Co., Lockport, N. Y., will end °58 well 
ahead of last year, reports president 
James J. Upson. “Orders taken during 
the first four periods of this year exceed 
orders taken during the same period last 
year,” he said. “As a result, operations 
for the fourth period showed a profit of 
15¢ per share as compared with a profit 
of 4¢ per share for the same period a 
year ago. With improvements in our exist- 
ing products and the engineering of a 
screened-soffit material, we have a com- 
petitive line for the prefab industry.” 

The Flintkote Co. A net loss of $151,- 
435 was sustained by The Flintkote Co., 
New York City, in the first quarter this 
year compared with a net income of 
$973,104 in the corresponding period last 
year, but operations have been on a 
profitable basis since February and the 
company continues to be optimistic for 
favorable results for the year ’58, reports 
board chairman I. J. Harvey, Jr. Net 
sales for the first quarter of °58 were 
reported at $22,506,159, a decline of 
11.3% from the $25,365,383-volume for 
the first three months of ’57 

National Gypsum Co. First quarter ‘58 
sales of the National Gypsum Co., Buf- 
falo, N. Y., were $31,395,173 compared 
to sales of $34,034,789 in the same per- 
iod last year. Earnings for the °58 first 
quarter were $2,061,653 or 50¢ a com- 
mon share. First quarter earnings last 
year were $3,024,562 or 76¢ a share 
when there were 79,515 fewer shares out- 


standing. “The second quarter looks bet- 
ter,” reports chairman Melvin H. Baker, 
“with sales and production reflecting in- 
creased activity.” 

The Ruberoid Co. Chairman Herbert 
Abraham of The Ruberoid Co., New 
York City, reports that net sales and net 
income for the first three months of ‘58 
declined from the corresponding period 
of °57. Net sales amounted to $14,148,951 
and net income was $221,153, or IS¢a 
share for the first quarter of this year. 
For the first quarter of °57 net sales were 
$16,944,808 and net income was $670,- 
523, or 45¢ a share. 

Thomas Industries, Inc. First quarter 
sales of $4,723,451 compared to sales of 
$4,781,156 for the comparable quarter 
last year are reported by Thomas Indus- 
tries, Inc., Louisville, Ky., manufacturer 
of lighting fixtures, power saws, paint 
spraying equipment and other products. 
Chairman Lee B. Thomas reports the 
current outlook for the second half of ’58 
is more favorable and it should reflect 
considerable improvement over the first 
six months. 

U. S. Gypsum Co. April ’58 sales of 
U. S. Gypsum Co., Chicago, fell to 
$20,200,000 from $20,276,000 in April 
°S7, chairman C. H. Shaver said at the 
annual meeting. However, for the first 
four months of the year, sales totaled 
about $76,687,000, a $166,000 gain over 
the like months a year earlier. 

International Paper Co. First quarter 
net earnings fell to $1.25 a share from 
$1.45 a share in the like period last year, 
chairman John H. Hinman and president 
R. C. Doane said at the annual meeting 
in New York City. Sales slipped to $219,- 
396,051 in the first quarter of 1958 from 
$241,726,320 last year. Discussing the 
Long-Bell Lumber Div., Hinman. said: 
“There appears to be considerable expec- 
tation that construction is due for an 
upturn this year.” Added Doane: “We 
are beginning to feel a cautious optimism 
that the bottom has been reached in the 
lumber business.” 


Lauan Flush Door Shortage Foreseen 


Another flush door price boost, espe- 
cially in the Philippine mahogany line, is 
foreseen by July, door distribution men 
tell American Lumberman. 

The reason is a voluntary curtailment 
of imports from Japan of lauan plywood 
door skins. The reduction of door skin 
imports comes as domestic hardwood ply- 
wood producers and oriental plywood im- 
porters are locked in controversy over 
higher tariffs for these products. 


“There will be times during July and 
August when there will not be any Phil- 
ippine mahogany flush doors to be had,” 
reported Ray Biggins, Fiddes-Moores, 
Inc., Chicago. 

What will replace the Philippine ma- 
hogany flush door market during this 
period? Nothing, it seems, even at the 
increased prices being quoted currently, 
according to industry leaders interviewed 
by this magazine. 
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3/¢ OUT OF EVERY DOLLAR 
spent on home operation and improvement is spent 


by households that read a single issue of 


Among your customers chances are LIFE-reading households 
are the big buyers. For in communities all across the country, 
LIFE reaches 31% of U.S. households in an average week. 
And these 31% account for 37% of all consumer home opera- 
tion and improvement expenditures. 


This means that 37¢ out of every dollar in this field is spent 
by households that read a single issue of LIFE. 


No wonder advertisers in 1957, invested more for selling in 
LIFE than in the next two leading magazines combined. No 
wonder advertising in LIFE is the advertising most often used by 
retailers for tie-in displays. (By actual count, far more than 
advertising in any other magazine. ) 


Every LIFE household counts. Make sure you get your share 
of their dollars by featuring the brands advertised in LIFE. 


Write LIFE’s Building Products Merchandising Department, 
9 Rockefeller Plaza, N. Y. 20, N. Y., to learn how you can tie 
in with the selling power of ‘‘Advertised-in-LIFE” at the point 
of sale. Source: LIFE’s Study of Consumer Expenditures. 


Only LIFE gives you so much selling support so swiftly, so surely 
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FREE 
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STUFFERS, 
MANUALS, 
DISPLAYS, 
DEMON- 
STRATION 
PANELS, 
WINDOW 
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Roll up 


MORE 
PROFITS 


... with these proven 
fast-movers — 

PRY ME... best start for 

the Lightest possible finish on 
any wood surface. 

FABULOY ... for the 

loveliest possible finish. . . gloss 
or satin...on panelling, 








cupboards, furniture, etc. 
FABULON ...the famous 
wood-floor finish that never 
needs waxing or scrubbing. 


NATIONALLY ADVERTISED IN 








. 


LIVING — POPULAR MECHANICS- 
HOME MAINTENANCE & 
IMPROVEMENT 


Call your distributor today, or write 


PIERCE & STEVENS 


CHEMICAL CORP 








PS Dept. ALG6S 710 Ohio Street 





SINCE 1884 
Buffalo 3, New York 





ad 
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What's Happening 


Figures Show Decrease 
In Number of Farms 

The following tabulation from the 
United States Department of Agriculture 
gives percentage of decrease in number 
of farms in various regions, from 1945 to 
1957. 
New England: 43% down. 
Middle Atlantic: 30% down. 
East North Central: 15% down. 
West North Central 11% down 
South Atlantic: 18% down. 
East South Central: 20% down. 
West South Central 24% down. 
Mountain: 14% down. 
Pacific 11% down. 
Fotal U.S.: 19% down. 

Despite the general decline in number 
of farms, most agricultural experts agree 
that purchasing power of the farm sector 
is greater than ever and presents a con- 
tinued opportunity for building materials 
sales. (Special section on farm selling 
starts on page 38 this issue). 


Profit Rate for Lumber Dips 

Most manufacturers of basic building 
materials have been hit by the current 
recession, but the greatest profit losses 
have occurred in the lumber and wood 
products industry, according to latest fig- 
ures by the Federal Trade and Securities- 
Exchange Commissions. An analysis of 
these figures by the National Lumber 
Manufacturers’ Association points up the 
full extent of this development. 

The 1957 profit rate for lumber and 
wood products—2.3% of sales—was the 
lowest since pre-World War II. It com- 
pared with °57 profit rates of 6.6% for 
iron and steel; 6.6% for non-ferrous met 
als (aluminum, copper, etc.); and 7.5% 
for stone, clay and glass products. Com- 
pared with an average for the years 1952- 
1956, lumber’s profit rate last year was 
off about 44%. 


DISPLAY UNIT GETS RECOGNITION— 
Carl M. Lynge, Jr., director of advertis- 
ing for Yale & Towne's lock and hard- 
ware div., tells Sales Executives Club of 
New York City how careful planning can 
produce a merchandiser that will induce 
people to buy. In front of Lynge is the 
merchandiser display that offers lumber 
dealers a quick, economical means of 
entering profitable hardware business, 
he explained. 
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Step up your commercial sales 
with 


NEW NY 
BCOraior TILE 





Here's a proved way to tap additional profits in the big 
commercial building market! Nu-Wood Decorator tile up 
grades your ceiling tile sales because it combines high 
style with unmistakable quality yet costs less than 
other materials which resemble it 


NU-WOOD Decorator tile with its fissured pattern has 
the look of travertine marble. Styled by a famous decora 
tor, itis available in pleasing pattern tones of gray or beige 


IDEAL for commercial installations, Nu-Wood Decorator 
tile combines high light reflection (better than 80%) with 
sound absorption. In addition, it meets Commercial Stand 
ard CS42-49 for Class F flame resistant finishes. 


REMEMBER—Nu-Wood Decorator tile is sold by you, 
the lumber dealer. Don't fail to take advantage of this 
opportunity for more profit to you! 





nU-woop Decorator Gray TILE 


Decora 


nU-wood Decorator Beige TILE 


Fissured design of tile permits the ceiling to play an important part in the whole decorative scheme 


Nu-Wood 


tor Beige or Gray pattern color is available in 12” x 12” tile witr all-purpose application joint for 
sy installation. The fissured design of Nu-Wood Decorator tile is non-repetitive for a more pleasing 


JUICK, eas 


ceiling effect of the travertine pattern. 


This wide choice is your wise choice with 


NU-WOOD CEILING TILE 


PLAIN SURFACE TILE 
isulate 
sh witt 


nu-woop Sta-Lite 
three ways 
The tiles 


Available 


jecorates 


c 


nu-woop Regular patTERN ACOUSTICAL TILE 
snd-absorbing holes of identical size, ever 
Tiles are sturdy and low in der 
quality. Bevels are pre 
te white. Available 


nteriors 


OUSTICAL TILE 
moderr 


drilling 


| mproves 


nu-woop Random pattern ac 
Offers an econor al way to give 
sound Jit ng and beauty. The randor 
of varied siz 


ng e 


Sta-Lite fir 
n sizes: 12” x 


l€ 


Has s 
spaced areir 
good acoustical 
s Sta-l 


cross-sc¢ 


and hushes noise 
all-purpose 


x24 


nteriors 

sity t 
e a pleasing over-a oints 
Ava 2" x24 »Ss-scored x1 l x 37 


ored 12 


surface 
x 24 


ceil a-Lite finish 
ss-s yred 


able in size 


er 


WAY vy 


EASY 


Invisible application of 
tile with Nu-Wood clips 
for positive attachment. 


Nail fastening, preferred 


Superior stapling appli- 
on some applications. 


APPLICATION siren ney no-wees 


Fast, permanent applica- 
tion to smooth surfaces 
with adhesive. 


WOOD CONVERSION COMPANY 


* 
3 
First National Bank Building, St. Paul 1, Minnesota 


SOLD BY LUMBER DEALERS Q%&) 


~ 
8 pa 





Now, More Than Ever, You Can’t Buy a Tire that Costs Less Per Mile Than Firestone! 


Firestone scientists and engineers took a long step into the 
future to develop Firestone Rubber-X. It’s a brand-new kind 
of rubber . . . and it’s going to revise all of your present ideas 
about truck tire wear and performance. 

Exhaustive tire tests proved conclusively that truck tires 
made with Firestone Rubber-X resist the abrasion and wear 
that shorten the life of ordinary tires. On drive wheels or 


free-rolling wheels truck tires built with Firestone Rubber-X 
will give you the lowest possible cost per mile. Try them on 
your toughest wheel position. 

Buy tubed or tubeless truck tires with Firestone Rubber-X in 
any cord... Firestone S/F (Shock-Fortified) nylon or rayon, 
or STEELCORD?® by Firestone. Firestone Rubber-X is yours 
at no extra cost. See your Firestone Dealer or Store now. 


BETTER RUBBER FROM START TO FINISH 


TRANSPORT” SUPER ALL TRACTION 
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Copyright 1958, The Firestone Tire & Rubber Company 
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USE DODGE REPORTS... 
RADAR OF 
BUILDING 
ACTIVITY 


The best pilots — sea or air — use radar to find 
what they could not locate any other way. And the best 
informed men in the building industry use Dodge 
Reports to locate opportunities ahead that mean new 
business for them. 

For Dodge Reports pin-point where active prospects 
are coming up, and do even more — show what they’re 
going to build, tell how much will be spent and when 
you should take bidding action. 

Dodge Reports assemble the news of activity in the 
37 Eastern states continuously, bring you day by day 


F. W. Dodge Corporation, Construction News Division, Dept. 3068 
119 West 40th Street, New York 18, N. Y. 


I want to know how to get more new construction business. 
Please let me see some typical Dodge Reports for my area. I am 


interested in the markets checked below: 


] House Construction General Building 


] Engineering Projects (Heavy Construction) 
Area 
Nome 
Company 


Address 


r 
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reports of the business opportunities in your area of 
operation, give you the names and addresses of those 
who are ready to make decisions and in time for you to 
contact them — provide the competitive advantage of 
timed selling to live prospects. 

No matter what business is like, you profit by con- 
centrating on those who have work and are ready to 
act, Let us show you how Dodge Reports can be your 
radar to profits. Mail the coupon today for “Dodge 
Reports — How to use them effectively.” 


\WNGI Ty 


Nv Vy, 


= 


Dodge Reports 


For Timed Selling to the Construction Industry 
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Survey Reveals Facts on 
Home Improvements 

The average homeowner carried out 
4.1 major home improvements in the 
past five years and spent $1,800 on each 
one. These facts are revealed in a two- 
year survey of 50,000 homeowners just 
completed by R. B. Raybern & Co., Chi- 
cago, distributor of home exterior prod- 
ucts. 

Almost 90% of the money—88.7%— 
was spent on the exterior of the home, the 
survey shows. Of those surveyed the most 
popular single improvement was storm 
windows ard doors, which was under- 
talken by 89% of those surveyed. Second 
were awnings with 23%, followed by 
patios, carports and garages, siding and 
jalousie-enclosed rooms. 

Greatest interior improvement was the 
conversion of either a basement or a 
garage into a family room. This was 
done by 19% of those surveyed. Updat- 
ing kitchens and bathrooms followed as 
next most popular interior improvement. 


Aluminum Maker Guarantees 
Minimum Cash Value 

A building owner can always sell his 
aluminum farm roofing and siding for 
10¢ per pound under the terms of a new 
“certificate of guaranteed equity” an- 
nounced by Reynolds Metals Co. 

The certificate carries Reynolds’ guar- 
antee of a repurchase value of 10¢ per 
pound (about $3 per square) on all 
Reynolds farm roofing sheet marked with 
the firm’s identification stamp. The re- 
purchase offer is in addition to the stan- 
dard warranty under which the company 
guarantees to repair, replace or make 
refund on any of its all-purpose aluminum 
farm sheet which fails to give the service 
warranted. 


Penney on Cuff 


While some retail lumberyards are 
adopting cash-and-carry techniques, the 
J. C. Penney Co., national chain of junior 
department stores long famous for its 
strict cash policy, is experimenting with 
credit sales. A pilot run of some 28 stores 
will begin to offer credit services this 
year, the present recently announced. 


Cook Borden’s 125th Year 


A father-and-son team are running the 
lumberyard established 125 years ago in 
Fall River, Mass., by their ancestor, Cook 
Borden. Richard Cook Borden Hartley 
is the great-grandson of the founder of 
the Cook Borden Co. and the third mem- 
ber of the family to serve as president, 
as well as treasurer. His son, Philip Ar- 
thur Hartley, is the vice-president and 
general manager. 

Founded in 1833, the one-family com- 
pany takes pride in its testimonial, “five 
generations of satisfied customers.” It al- 
so is Fall River’s oldest commercial firm. 
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For every door that 
swings, slides or folds 


Bonus features for builders are part of every set. It’s the most com- 
plete, profitable door hardware you can sell. 

Compare these features on Stanley’s new No. 2987 bi-fold hard- 
ware shown above: 


@ For all openings—2’ 0” to 6’ 0” 

@ Compact package, easy to stock 

@ Top-quality hardware—for lifetime performance 
@ Smooth, whisper-quiet action 
@ Easily hung by one man 







Adjustable, steel No. 2825 
pocket frame. Only one set | 
to stock for all door sizes 
from 2’ 0” to 3’ 0”. 

No. 2800 for by-passing 
doors. Only one set to stock 
for both %4 ” and 1%” doors. 
Positive vertical adjustments 
without loosening screws in 
door. 


For demonstrator models and other sales helps, see your distributor. Write 
for catalog to Stanley Hardware, Division of The Stanley Works, 126 
Lake St., New Britain, Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware * door controls + aluminum windows » stampings springs 
+ coatings + strip steel « steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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BIRD | 


Sell the shingle that makes you the longest profit. It’s 
the shingle that satisfies your customers for as close a 
time to ‘forever’ as is possible with a man-made roofing 
product. This is economy for them in the long run. 

This combination of quality and long-range economy 
makes every roofing prospect in your area a prospect for 
the finest and most profitable shingle ever made . . . Bird’s 
famous King-Tab ARCHITECT. 

Sell with the quality-economy selling method. It has 
produced sales and substantial extra profits for dealers all 
over the country. It’s the ideal approach for churches, 
hospitals, schools, business buildings and for quality 
homes. It succeeds because it means prestige and lower 
cost for the owner . . . prestige and profits for the builder 
and roofer . . . and prestige and profits for you, the 


dealer, too. 


BIRD NATIONWID#| 


/ uve DAVE... JACK 
GARROWAY « PAAR 


TV SHOW ¥ TV SHOW 


CALL YOUR BIRD REPRESENTATIVE FOR FULL DETAILS AND TIE 
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| Kling Tab 300 Ib. 
a is oe Ge DD Shingles. 
REIGNING HEAVYWEIGHT CHAMPION OF THE WORLD! 


HERE'S HOW YOU CAN MAKE THE King-Tab ARCHITECT 
QUALITY-ECONOMY SALES POINTS PAY OFF FOR YOU! 


DEMONSTRATE THE WEIGHT Let them ; 50% LONGER LIFE... than standard 
heft a King-Tab ARCHITECT in one SPHALT ; "y GRANULES shingles and that’s how vou can easily 
hand ... an ordinary 215 lb. shingle in the Ne ; ; prove that Bird King-Tab ARCHITECT 
other. Point out that each King-size SATURATE shingles cost less vear by vear... it’s 


ARCHITECT tab is more than twice as , simple arithmetic when you compare 
prices because installation costs are essen- 


tially the same for ARCHITECTS as they 
are for the che: apest shingles on the market. 





heavy as a standard shingle tab. 
Show how this means. . 


HURRICANE RESISTANCE . . . because 

those heavyweight tabs are just plain MAGNIFICENT COLORS . . . completely 
reluctant to lift in a windstorm. Also, i and beautifully displayed on Bird’s famous 
the ARCHITECT’S extra shingle-depth =| rotary merchandiser. Prospects begin to 
means triple coverage . . . three full layers ay sell themselves with the merchandiser . . . 
of protection all over the roof. RE continue with Bird’s proven Color Coordi- 
, nation Chart and your quality-economy 
JUMBO GRANULES They'll instantly see th salesmanship. 

the difference . . . it’s tremendous . . . and é 

it means that the life-giving oils in the 
underlying layers of asphalt are better pro- 
tected from sun heat, prevented from dry- 
ing out, so these magnificent shingles stay 











weatherproof ... so they have... 


< SATURDAY 
EVENING 


FHA Limitation She 


Chitecy < Nal Office 
than 3 MBles o 


Per fog 

as 

aaa ho ne down 
C erlay e 


I-IN SALES AIDS... BIRD & SON, INC., EAST WALPOLE, MASS. 
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we found that. | 
packaged nails 
will sell... 


Mr. Norman Wipperfurth, Manager, Edward Hines Lumber Co., Palatine, Ill. Yard 
“Frankly, we were skeptical whether packaged nails would 
move for us. We put them in on a trial basis and were pleased 
to find that customer acceptance was good. We were espe- 
cially pleased at the reaction of some of our contractor 
friends. We found they liked the convenience and savings 
of the ten, five and one pound boxes. We also found that our 
clerks did not spend valuable time weighing and packaging 
small orders of nails while other customers had to wait.” 


PROVE TO YOURSELF THAT STERLING 


“CHEM-CLEAN’”’ PACKAGED NAILS SELL 


This experience of the Edward Hines Lumber Co. is being 
repeated in hundreds of stores and supply houses throughout 
the country. The old “‘cracker-barrel’’ method of selling nails 
is being replaced by modern, convenient, self-selling Sterling 
““Chem-Clean” Packaged Nails. Alert retailers find that 
customers like the quick service made possible by packaged 
nails . . . as well as the convenience-in-use on the job. Con- 
tractors report they can control the amount of nails used on 
a job, and carpenters like the convenience of the smaller boxes. 


Remember, Sterling ““Chem-Clean’’ nails are not only weighed 
and packaged for you, but are also cleaned by a special 
triple-washing in a chemical bath. Sterling ‘““Chem-Clean” 


nails are cleaner, sharper, and drive easier. 


NORTHWESTERN 
STEEL & WIRE COMPANY 


77, A UAL A STERLING, ILLINOIS 
Py 4 
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News Makers 


¢ Bill Talmage has been promoted to the 
position of general industrial sales mana- 
ger for Massey-Ferguson Industrial Div., 
Wichita, Kan. 


¢ George H. Day, II, has taken over the 
newly-created post of general manager of 
screen products of Chicopee Mills, New 
York City. He will supervise the manu- 
facturing, sales and advertising of Chico- 
pee Fiberglas screening. 

¢ Emory Moore, one of the founders of 
Fiddes-Moore & Co., Franklin Park, IIl., 
which is now a subsidiary of the Evans 
Products Co., will be in charge of a new 
office to open in Portland, Ore. 


¢ Appointment of E. W. O’Brien, SJr., to 
the position of advertising manager is 
announced by Reynolds Aluminum Sup- 
ply Co., Atlanta, Ga. 


¢ The Philip Carey Mfg. Co., Cincinnati, 
Ohio, announces the appointment of 
George C. Fugett as merchandising man- 
ager of its building products div. and the 
Prefabricated Home Manufacturers’ Insti- 
tute announces that Fugett also has been 
named to its research and development 
committee. 


* E. G. Ludwick, general manager, Santa 
Barbara (Calif.) Mill & Lumber Co. an- 
nounced the purchase of Conover Lumber 
Co., Goleta, Calif. Ray Shewmake, for- 
merly with the Santa Barbara concern, 
has been named manager of the Goleta 
yard. The firm will continue to operate 
as Conover Lumber Co 


¢ Robert W. Minnett, Jr., has been ele 
ted vice-president in charge of marketing 
for John C. Virden Co., Cleveland, Ohio, 
manufacturer of lighting fixtures 


“Richard 4. 

Brown, sales pro- 

motion manager, 

U.S. Plywood 

Corp., New York 

City, was elected 

president of the 

National Sales Pro- 

motion Executives’ 

Association atthe 

group’s recent an- >Y 

nual convention. ~ 

Formerly advertis- Brown 

ing and sales pro- 

motion manager of Delta Power Tools 
Div., Rockwell Mfg. Co., Brown joined 
U. S. Plywood in 1955. 

¢ John A. McGuire has been elected an 
executive vice-president of Thor Power 
Tool Co., Chicago. 


Home Week Sept. 6-14 

National Home Week will celebrate its 
10th anniversary September 6-14, ac- 
cording to Nels G. Severin, president of 
the National Association of Home Build- 
ers. Approximately 10,000 new homes 
incorporating the newest ideas in home 
design, will be on display during the cele- 
bration, it has been estimated, to be seen 
by upwards of 10 million visitors. 
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BUILD YOUR SALES TO NEW 
HEIGHTS WITH AMERICA’S MOST 


JOIN THE 
“can’t lose” 


Flexible Plastic 


Pipe Contest 


LG oN 
a ee Rar™ 


KITCHEN — 
ALGO 
Pe 











AR | 
i 
; 


«+. you may also win one 
of 4 trucks...in addition 
to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


KITCHENS 


Every Unit 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated use tests. Checked for 


Completely 
Surfaced 


Inside and 


quality through every stage of production. Approved 
for drinking water use by the National Sanitation 


Show your customer a NEVAMAR 
KITCHEN and you'll need no 
sales pressure to close the deal! 
For these kitchens are distinc- 


Foundation. Guaranteed right in writing! Because 
Cresline is made of Du Pont Alathon 25, the finest 
quality virgin polyethylene, those who handle Cresline 


tively different—unlike anything 
on the market today. Their 
enduring NEVAMAR surfaces 


Out With 
NEVAMAR 


are eligible to enter Du Pont’s easy contest. Entry cards 
are attached to each coil of Cresline Flexi- 
ble Plastic Pipe. Write today for literature 
and name of your Cresline representative. 


won't chip, crack or peel 
. stains wipe away like 
magic. And they never 
need painting. Precision- 


High-Pressure 


lence Investigate CreAiine KL (Kralastic)... 


\tqcewt the superior plastic pipe for extra-rugged use! 


} e 
we. 


built with numerous work- = 
saving features, NEVAMAR ona \ 
7 KITCHENS are the last ‘ 
NEVAMAR word in modern carefree ( 
living. It’s the line that = for many home and industrial uses includ- 
> a hgh ¢ laminate surface ~ ‘ ° ° ° . ° 
ane has all America talking! Write for ing drinking water service lines where 
and lasting beauty FREE working pressures permit. Because of its 
» resistant to cigarette burns 


> iim tile ale DEALERS: authoritative extra strength, it can be used in many ap- 


» won't craze, crack o ee booklet... plications instead of metal pipe at a sav- 
. eee Some territories are “HOW TO ings of 50% to 75% on installation costs. 
ert still open for dealer CHOOSE AND Write for details. 
ordnary ° o tme 
USE FLEXIBLE Sa 
iis ean All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 


» easy to clean franchises. Write today 
CRESCENT PLASTICS, inc. 


for all the facts about 
NEVAMAR KITCHENS. 

Dept. L-8, 955 Diamond Ave. °* — Evansville 7, Ind. 
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Laminates 


| Cresline KL pipe is made from 100% vir- 
= | gin Kralastic resin. The lightest of all semi- 


rigid or rigid plastic pipes, it is excellent 


: 
> ie 

a = 
Wo 











NEVAMAR Conetree KITCHENS 


Div. of National Store Fixture Co., Inc. © ODENTON, MARYLAND 
Circle No. 13 on Coupon, page 108 


BUILDING PRODUCTS MERCHANDISER 27 





wus If 











“It’s easy! 
Just 
NAME 
ME!” 


“NAME ME... and you may 
win a 1958 Ford Ranchero pick- 


up truck! Or any of the exciting FOUR 1958 FORD RANCHEROS 


prizes shown below!”’ 100 ADDITIONAL HIGH-QUALITY PRIZES 





WHO'S ELIGIBLE: HOW THE CONTEST WORKS: property of E. I. du Pont de Nemours 
Anyone in the United States who buys pipe Ent is often as you wish. Submit one & Co. (Inc.), to be used as it sees fit. 


of ALATHON® 25 polyethylene resin from job- name only on each official entry card. WINNERS WILL be notified by mail as soon 


bers or distributors and sells to users. This : as possible after each contest closes. A 
All entries must be submitted in your 


: . ist of winners will be sent to any con- 
own name, but that doesn’t mean you 


includes retailers, plumbers, well drillers, etc. 
: : ae testant requesting same and enclosing a 
can’t get some help in thinking of the me 

stamped, self-addressed envelope. 


HERE’S ALL YOU DO: , ; } ; “a 
names. Why not make this a family 
1. Detach official entry blank on your current game? Ask the wife and kids to join you Each region will have five winners in 
shipment of pipe made of ALATHON 25 manu- in suggesting names. You'll be surprised each of the five contests. (Prizes and 
factured by Anesite Company, Crescent Plas- at how many names you can think of in closing dates shown below.) After the 
in Plastics, Inc., Plastic Pipe only a few minutes. You don’t have to fifth contest, all winning entries (25 from 
ic Process Company, Re- limit the name to one word, either; use each region) will be judged for grand 

ration and Yardley Plastics two or even three. prizes, and a Ford Ranch- 

yu are not stocking pipe of ero will be awarded for 

Du Pont ALATHON 25, ask your jobber or con- Prizes will be awarded for the best 


tact any of the manufacturers mentioned to 


the best entry in each 


names received from each region shown of the four regions. 


learn how to get in on these exciting contests! below on map. Judging will be by an in- 7200 pity 
: ; f . dependent organization, on the basis of Contests are s ail 
ORS & RAINS SOF TAS Pipe CUATacer. originality and aptness of thought. If ject to federal, 
3. Fill out and mail the self-addressed entry more than one person submits the win- state and local 
card. Entries must be postmarked by mid- ning name, duplicate prizes will be regulations, 
night of closing date of each contest. (Starting awarded. Decision of the judges will be 
and closing d: of each contest are listed final. No entries will be returned. All 
under priz entries and ideas therein become the 











Here are prizes and contest dates: 


real 
a 
(ee 
# 
a 


230 KODAK MOTION 2 LEEDS NESTED 
PICTURE CAMERAS LUGGAGE SETS 
Contest No. 3 starts Apri! 21, Contest No. 4 starts May 12, 

ends midnight, May 11 ends midnight, June 15 


>) WESTINGHOUSE 
CALENDAR 2 WARING 
CLOCK-RADIOS BLENDORS 
Contest No. 1 starts March 1, Contest No. 2 starts April 1, 
ends midnight, March 31 ends midnight, April 20 


ZENITH 
20 TRANSISTOR 


POCKET RADIOS 
Contest No. 5 starts June 16, 


ends midnight, July 31 


et 
eee eee eeeeeseeeeeeee 


es Mogae) 


=| 
2 








ONE FORD RANCHERO WILL BE AWARDED 
IN EACH REGION SHOWN ON MAP 








Better Things for Better Living . . . through Chemistry 
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What’s Happening 


Market Consultation 
At NRLDA Exposition 

A major feature of the 1958 NRLDA 
Exposition in Chicago next November 
22-25 will be a special market consulta- 
tion service, according to Deyo W. 
Johnson of Ellenville, N. Y., program 
chairman. 

Merchandising experts will answer deal- 
ers’ questions on selling the new school 
market; architectural trends such as use 
of exposed beams and laminated trusses; 
light weight metal and plastic building 
products; built-ins; air conditioning; in- 
terior and exterior finishes; decorative 
metals and metal specialties, etc. 

A unique Materials Handling Informa- 
tion Center will be another exposition 
feature where dealers will have an op- 
portunity to get individual answers to 
specific handling problems. 

Attendance Chairman Oertell Collins 
of Savannah, Ga., said that the Exposi- 
tion’s “Hilton Holiday” attendance pack- 
age will provide an important service for 
dealers. This is a new plan developed by 
the Conrad Hilton, headquarters hotel for 
the 1958 NRLDA Exposition, covering 
hotel room, special hotel services, Expo- 
sition registration and certain meal and 
entertainment features at a fixed price 
for the weekend or for the 5-day period 
of the Exposition. 


O’Malley’s 50th Birthday 


O'Malley Lumber Co., Phoenix, Arix., 
celebrated its 50th anniversary in May. 
rhe first property purchase was made as 
a result of a “for sale” ad in American 
Lumberman. 

Today, the business comprises 22 sep 
arate corporations operating in three 
states and employing more than 700 per- 
sons. There are 19 retail lumberyards op- 
erated in 15 Arizona communities; whole- 
sale operations; glass and millwork firms 
and investment companies including 
mortgage banking and insurance. 


Okay, Kids, Batter Up! 


Board chairman Frank C. Russell, 
F. C. Russell Co., Columbiana, Ohio, 
has promised free replacement of win- 
dows broken this spring and summer by 
kids playing sandlot baseball. He said 
the offer is being made in an effort to 
teach youth not to run from a wrong 
they may have done. 

Thousands of the firm’s Rusco win- 
dow dealers are distributing 500,000 
cards to kids, 6 to 16, which read, “Na- 
tional Sandlot Baseball Window Repair 
Guarantee.” If a boy swings for the fence 
and accidentally breaks a window, he 
signs his name on the card and gives it 
to the homeowner. He mails it to a Rusco 
dealer, who will provide the free repair 
service, sending the charge to Frank C. 
Russell. 
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Mr. Dealer: 


GET IN THE 
WINNERS’ CIRCLE 






















"58 FORDS 
(RANCHEROS) 


YARDLEY 


There's an entry blank in 
every coil of Yardley pipe 







with 


















Fill out... mail in... 
nothing else to do! 
















See opposite page for 
complete list of prizes 
and contest details 










MAIL COUPON TODAY FOR 
THE NAME OF YOUR YARDLEY 
PIPE DISTRIBUTOR 



















Yardley Plastics Co. 
142 Parsons Ave., Columbus 15, Ohio 







Send me further information on the Plastic Pipe Contests and the name of my 
Yardley pipe distributor. 







Company — 






Address 
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Log on carriage 
measured 6 1” 
in diameter and 
scaled 4060 
board feet. 


SUGAR PINE - PONDEROSA PINE 
WHITE FIR - INCENSE CEDAR 


Pickering’s timber is altitude-grown, assuring you and your cus- 
tomers fine, soft, mellow textured lumber that is easy to work, 
easy to saw, plane and nail. Pickering overlooks no detail that 
will add to the satisfaction her lumber 
will give you. Pickering's manufacturing 
facilities are modern and her crews expe- 
Pickering operates 24 dry kilns for drying rienced. Pickering's dry kilns are of the 
‘umber on a year-round basis. " . 
latest type and in charge of skilled opera- 
tors—assuring you kiln drying that is un- 
surpassed. Pickering’s grading is reliable 
and her loading carefully supervised. 


Send today for Pickering's color brochure, which will 


tell you the whole Pickering story 


Pickering has dry lumber storage sheds with 
a capacity of nearly 20 million feet. 
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BUILDERS ARE LOOKING FOR THIS FEATURE! 


LOCKWOOD]? 


NEW 


a ida koudkelaraia-\-5 
eh 4me) mi -le) ky 


For residential interior 


fo ole) am kelod .¢-mr- tale Ma r-t ded al -t—) 
(Optional) 


Now — more than ever before — builders seek special selling fea- 
tures in the equipment and materials they are putting into their 
new houses. 

That's why more and more builders are using Lockwood ‘R’ Series 
locksets with NYLON bolts on interior doors. Made from Dupont 
industrial nylon and. proved beyond doubt by extensive field tests, 
this NYLON bolt is not only practical, from a product design and 
functional standpoint, but. builders are finding it an effective sales 
conversation-piece. 


@ DURABLE -- good for a lifetime of service. 
@ ATTRACTIVE —— non-corrosive, lasting finish. 
@ FRICTION-FREE — easy, quiet operation. 


Unique Lockwood Sales Aid 


id 
q 
s 
f 
q 
i 
, 


Consists of two parts—an attractive 
satin-finished aluminum lock mount that 
demonstrates internal as well as ex- 
ternal parts in operation — and a port- 
able rack that displays 3 mounted 
samples. 


The mounts slide in and out of rack with 

ease. The three shown in the rack are 

the basic residential functions. The 

; lustrous neutral finish of the mount 

makes an eye-catching backdrop for all stand- 
ard lockset finishes. 


LOCKWOOD 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, FITCHBURG, MASS. 


Q 
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announcing 


6’ architectural 
craftwall . 


FACTORY-FINISHED WOOD PANELING 


installs direct on studs...no underlayment! 


Another Roddis ‘‘first’’! New, veneered panel- 
ing of exceptional strength and rigidity .. . 
with a new “‘solid feel’’. Gives many of the 
advantages of *4” material yet costs far less! 


Now! Many of the characteristics of the finest 
34" plywood paneling . . . at real cost savings... 
with Roddis’ new 1%" Architectural Craftwall! 

Sturdy and solid-feeling, Architectural Craft- 
wall is made from choice, hardwood veneers 
bonded to a *."” center of Timblend, Roddis’ amaz- 
ing man-made board. 

This exclusive Timblend center makes the big dif- 
ference! A unique, wood blend shavings board, 
Timblend gives extra strength and rigidity . . . as- 
sures maximum freedom from movement after in- 
stallation. Architectural Craftwall stays put! 

Installation is simplicity itself. Architectural 
Craftwall goes up fast . . . directly on studs or fur- 
ring strips. No costly, time-consuming underlay- 
ment needed. Install with Roddis Contact Cement. 


Or use nails if preferred. 


Sound reduction properties are impressive, too. 
Tests prove acoustical values of Architectural 
Craftwall are comparable to plaster or drywall 
construction. 

A wide choice of woods and styles enhance your 
design possibilities. Select from Birch, Silver Birch, 
Maple, Oak, Walnut, Elm, Cherry or Mahogany. 
Each is completely factory-finished, ready to install. 
Available V-grooved at 16” intervals or V-grooved, 
cross scored and pegged. All panels V-grooved at 
veneer joints also. In regular plywood sizes .. . 
plus lengths to sixteen feet. 

Architectural Craftwall is also available in 
standard or special size panels, without grooves, 
with matched flitches in the wood of your choice. 

For free sample and information on how Roddis’ 
46" Architectural Craftwall can give any paneling 
installation new beauty, greater strength—at lower 


cost, just send the coupon. 
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Now ...no underlayment required ... apply direct 
to studs and save on material and labor. Rigid new 
7s" panels are easy to work with. Once up, 
they stay put... no movement on the wall! Per- 
fect for both commercial and residential use. 


Exclusive New-type Construction. 
Hardwood veneer bonded to %”" 
center core of extra-stable Timblend. 
Backed with protective veneer that 
is sealed to lock moisture out. 


Ps % 


Prefinished veneer facing 


Sealed veneer backing 


¥g Timblend center 


Building Paper 


/i6" Craftwall 

Alum. Foil Vapor Barrier 
Batt Insulation 

2x4 Studs 


Sheathing 


Siding 


So easy to install. Apply direct on 
studs with Roddis Contact Cement or 
nails, if preferred. 


DEALERS 


Roddis 7%" Architectural Craftwall is a NEW kind of wood Roddis Plywood Corporation 
paneling. Nothing else like it in the market! The demand for it Marshfield, Wisconsin, Dept. AL-658 


will be great ... particularly from your builder, contractor ’ , 
6 I y : Please send free sample and information 


on %6" Architectural Craftwall. 


‘ 


and architect customers. Get the exciting “‘profit story” on 


Architectural Craftwall from your Roddis representative. 
. ae? a j NAME 
Send coupon for free sample and complete information. 


FIRM 


RODDIS PLYWOOD CORPORATION 


Marshfield, Wisconsin 
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AMERICAN LUMBERMAN EDITORIAL 


Turn More Home Improvement Prospects Into Sales 


A Well Organized Step by Step Procedure Will Close More Sales More Quickly 


When a home improvement prospect walks through 
your entrance, here is an organized routine which will 
make a maximum sale in the quickest possible time. 

|. Make customers feel at home. Emphasize courte- 
sy, service attitude, one-stop facilities and follow 
through. 

2. Conduct a tour through the store and yard, em- 
phasizing quality of materials and service. 

3. Introduce prospects to executives and department 
heads available. 

4. Assign one competent salesman to handle the en- 
tire deal and service the customer from here on out. 

5. Salesman seats them comfortably in home plan- 
ning and improvement center. 

6. Qualify prospects as to specific interests and 
show related material in the service center. 


7. Utilize visuals, colored slides, literature, testi- 


IS THIS THE PERFECT PROSPECT CARD? 
Below are two sides of a 4'44x5'¥% prospect card 


which can double as an excellent survey blank. 
In following a lead the salesman should survey house 


RESIDENTIAL PROPERTY PROSPECT CARD 





Interior Seles 


Exterior Sales 
Possibilities 


Possibilities 
~ 


K 
rs 
8 ment Ime 
' 


Whol ore the next three things you will do to im 


prove your property?’ 











monials, before and after pictures of previous jobs, and 
exhibits to crystalize prospect’s interest. 

8. Discuss various payment plans and select best 
way prospect should buy. 

9. Secure prospect’s application for credit. 

10. Make a date to meet the prospect at their pro- 
perty. 

11. Open up a prospect-survey card in duplicate for 
each potential buyer. 

12. Record exterior survey and external improve- 
ment needs before ringing doorbell. (33 potential pack- 
ages ) 

13. Talk about special interest uppermost in pros- 
pect’s mind, but point out the advisability of making 
thorough survey while on the job. (40 packages). 

14. Qualify the prospect as to the first, second and 


(continued on page 36) 


exterior before he rings the prospect's door bell. 

lf possible, he should then sell the property owner 
on permitting a survey of interior sales possibilities, but 
in any event, the answer to ‘‘What are the next three 
things'’ question should always be secured. 


SALES CALENDAR 
Job or 


Order 


Calendar 
What Sold No. 


Result 


Call 


Date Amount 


Date 











| PROMOTIONAL RECORD 


Call Back & Further Action | Date | Type of Promotion _ 











Don’t forget that every dollar invested in needed improvements to a property 
adds $2.00 to the appraised value of the property! 


All survey entries should not be made in the presence of the prospect. AAH 
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To ape — Made 
1957 Our Bi 


Year Ever 


. and thanks again 
for ‘ helping 


new sales re 
first 3 months « 


DURKAN \ 
We sincerely appreciate your sales ROCK HARD » 


efforts which have kept Durham's A\\- 

Rock Hard Water Putty rolling off AROUND 

the shelves at an ever faster rate. REPAIR CHAMP 
At the beginning of our 23rd year we ‘. 
repledge ourselves to give you the 

kind of product and service, which 

will help you earn more profit on our 

product. 


DONALD DURHAM CO. 
DES MOINES, IOWA ae 


THE PLASTIC REPAIR MATERIAL IN POWDE, 


BUILDING PRODUCTS MERCHANDISER 





NOW! FOR ALL SIDINGS... 


ee STORMGUARD 


; 4 


TO MATCH ASBESTOS, 
INSULATING AND 
CEDAR SHAKE SIDING! 


FOR SIDINGS—F.H.A. requires 
a hot-dipped type zinc coated 
nail... Maze STORMGUARDS 
are strong steel nails hot-dipped 

- twice in molten zinc! Now avail- 
able painted to match modern 
colored sidings. 


i NO SHINY NAIL HEADS 
— Maze colored nails have 
checkered heads to break up 
| light reflections ... hold paint! 


COST FAR LESS PER NAIL 
THAN ALUMINUM ... DRIVE 
AND HOLD BETTER! 











11 STOCK COLORS 
> M-I8 TAN 


\ M-2 WHITE 
> M-2! LIGHT 
* BROWN 


M-23 GREY SOLD IN HANDY 50# 
can coger oauiuiieel BULK OR 5# CARTONS 
BLUE . BROWN (Bulk cartons have 
sturdy inner bor 


: M-14 CORAL can be used 
| | by extra workmen.) 

* M-26 RED 

= M-20 BLACK 

40 OTHERS ON REQUEST 


M-10 LIGHT 
GREEN 


M-12 DARK 
GREEN 





1 2Ssiefefets |= te lel: i: is 12/2 12 je leis le ile 


S-214A ASBESTOS SIDING ANCHOR-SHANK FACE NAIL 


S-245 INSULATING SIDING BARB-SHANK NAIL 


Be PYF PP pee fm fh fm epee pope pe ye pe eye oy faye pepey 


$-235A CEDAR SHAKE ANCHOR-SHANK FACE NAIL 


WRITE FOR FREE COLORED NAIL SAMPLES: 


NAME 





FIRM 





ADDRESS 





CITY 








‘1T PAYS TO BUY MAZE” 


W. H. MAZE COMPANY 


PERU 7, ILLINOIS 
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third things they will do of the various things needed. 

15. Make necessary measurements and sketches of 
the things to be done first. 

16. Affirm their good investment ($2 of value for 
each dollar spent) and get preliminary expense money 
if possible. 

17. Affirm to the prospect that they have come to the 
right place to get extra quality and service and value for 
their money. 

18. Ask for permission to take a “before” picture. 

19. Sell the company’s Home Improvement Club 
idea and leave service representative’s card for emer- 
gency service. 

20. Determine maximum monthly payment they can 
afford to make. Avoid over-selling. 

21. Leave suitable literature and note date for next 
meeting with prospect at store or home. 

22. Estimate immediate work to be done, including 
sub-contract costs. Add all sales costs and over-riding 
profit. 

23. Make sure credit structure is satisfactory. 

24. Assemble a folder of manufacturers’ literature, 
pertinent to the job. 

25. Prepare a dressed-up proposal, have blanks and 
forms filled out ready for signature. Provide end-use 
package prices (and materials-only prices if needed). 

26. Make appointment to close sale at home or of- 
fice (the store is the best place to close, but it may be 
necessary to close at home). 

27. Close sale, get down payment and have any 
necessary papers signed. 

28. Open chronological job file and enter name of 
contractor who will do the work. 

29. Obtain any necessary permits. 

30. Enter date of sale on prospect card and record 
date of inspection and service calls. Develop approxi- 
mate job time schedule. 

31. Call back when job is completed. Take “after” 
photograph. 

32. After completion, get signed completion certifi- 
cate. 

33. Present before and after picture to prospect and 
make approximate date for next home improvement 
sale. Get testimonial letter. 

34. Put name on mailing list and send pertinent liter- 
ature from time to time. 

35. Send thank-you letter from salesman and com- 
pany. 

36. Make each sale lead to four more: 

1. To a neighbor whom you canvas for similar 
work. 
To an unclosed prospect for similar work in 
another part of the trading area, who is 
brought to see the job and a satisfied cus- 
tomer. 
To a friend or relative of the satisfied cus- 
tomer. 

4. Another sale to the same customer. 

This orderly, systematized procedure will be a grati- 
fying experience to both customer and salesman. 
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Floor of Bruce Laminated Blocks 
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Floors for 


designing people 








Naturally Beautiful 


Floor in room photograph, Bruce Laminated Blocks. Close-up shows Bruce Unit-Wood Blocks 


ere are floors designed to please. Bruce Blocks, Laminated 

or Unit-Wood, help the architect create distinctive rooms . . . 

give the builder and dealer something different to merchandise . . . and delight 

any home owner. The modern geometric pattern is appropriate in any home. 
Economical prefinished Laminated Blocks, for mastic installation, 
have three bonded oak plies to assure maximum stability. The popular Unit-Wood 
Blocks are available either prefinished or unfinished . . . may be blind nailed 
or laid in mastic. Write for color booklet..See our catalog in Sweet’s Files. 


E. L. BRUCE CO. | » Memphis 1, Tenn. 
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Special Report for Rural Dealers 


Turning Farmers 
Into Buyers 


No Complaints—But Sales Unsold 


Lumber dealers serving the farm trade are not com- 
plaining. Their sales are generally satisfactory. But there 
is still a large reservoir of untapped business. 

Many sales that should be made by building materials 
dealers are still made by applicators. And there are still 
plenty of missed sales because of failure to “help the cus- 
tomer buy.” 

The dealers to watch are those who have active plans 
to sell more than their share of farm business. With cre- 
ative merchandising these dealers actually create new 
farm business. Reports on the following pages describe 
what they are doing, how they do it and the results. 

Worth cultivating. Farmers form a market worth cul- 
tivating, for there is a boom right now in U:S. agriculture. 
Consider, for example, these facts: annual net farm income 
is running $13 billion this year, $11.5 billion last year; 
beef prices up 30%; hogs up 20%; egg demand up 25%; 
fresh vegetables up 40%; potatoes 150%. The farm price 
index is the highest in five years. Retail food sales are 9% 
ahead of a year ago 

True, there are some dark aspects, such as the contin- 
ued soaring expenditures of farmers. Yet, most farmers 
have more discretionary dollars now than a year ago and 
by end of 1958 Mr. Farmer may have as much as 9% 
more cash left after bill-paying than he had a year ago. 


Fewer Farms—Bigger-Buying Farmers 


There are fewer farms today than in past years, but 
these fewer farms are bigger users of farm structures of 
all kinds than ever before and will be more so in the fu- 
ture. The number of operating farms has decreased from 
6.8 million in 1938 to 4.8 million in 1957, even less to- 
day. But these fewer farms raise more crops, will boost 
their production next year and after, sparked by popula- 
tion increases and gains in personal income. 

Why more buildings? Here’s what the era ahead will 
bring in the farm construction field: new methods of farm 
production will increase farm output 35% in the next 17 
years; this increase will mean 45% more livestock, 25% 
increase in crops. Farmers are needing more and more 
new buildings in which to house and care for livestock, to 
process and store crops, to protect their investment in 
machinery (farm equipment sales up 35% this year). 

Therefore, the U.S. Dept. of Agriculture foresees the 
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rate of farm construction increasing, up 25% by 1975 for 
new farm construction, up 14% for maintenance of exist- 
ing farm buildings. A gain of some 80% in new farm 
construction is predicted by the year 2000—only 42 years 
away. 

Two important trends. The trends in modern farm 
structures for the big volume farmer are (1) a trend to- 
ward larger capacity buildings; (2) a trend toward cheaper 
types of buildings, which can be converted easily from one 
use to another. More and larger machines need storage; 
artificial drying and conditioning of crops in buildings is 
needed for handling the higher yields from hybrid seeds, 
mechanical picking, husking and shelling. 

Materials-use changes. Use of materials will change, 
too. Instead of putting 20,000 to 30,000 board feet of 
lumber into a sawn-rafter gothic barn, the volume farmer 
of today and tomorrow may want some other type, per- 
haps a pole-type building containing only 10,000 feet of 
lumber, sheathed and roofed with metal, to cite but one 
example. 

Up-to-date selling. In line with these trends, the modern 
retail lumber dealer selling to the farmer must know the 
newest ideas in farm structure design. He carries an in- 
creasingly broad inventory filled with the latest materials 
and equipment. He offers a construction service ranging 
from hanging a single screen door to erecting complete 
farm buildings. 


Your Best Rural Buyers 


Some farmers are always the first to adopt an idea. 
These farmers, according to Iowa State College, have 
characteristics in common. 

These key farmers (1) have the larger farms; (2) usu- 
ally have a relatively high net worth and a large amount 
of risk capital; (3) they are respected and have prestige; 
(4) they adhere to and represent important community 
standards; (5) quite often they come from well-established 
families; (6) they are active in the community; (7) they 
frequently belong to formal organizations in the county, 
region, state or nation and have many informal contacts 
outside their community. 

Sell these innovators first, say the farm experts of lowa 
State College. 

The next best customer prospects are often the younger 
people, better educated than average, who actively par- 
ticipate in community activities. 

Both of these groups tend to be active readers of news- 
papers, magazines and farm bulletins. They keep in touch 


June 9, 1958, AMERICAN LUMBERMAN AND 

















with the county extension agents. 

Steps to the sale. Both these groups go through five dis- 
tinct steps leading up to buying: (1) First the individual 
becomes aware of some new idea; he knows about it but 
lacks specific information; (2) he then wants more infor- 
mation, how it will help him solve some problem; (3) 
next, he evaluates the idea, mentally tries out the idea; (4) 





now, if he decides the idea has possibilities for him, he 
will try it; this may be a small-scale experiment. He needs 
information on “how do I do it, how much do I use, 
when do I do it, how can I make it work best for me?” 
(5) The final stage is adoption, when the experimenter 
turns into a large-scale continuous buyer and user in his 
general farm program. 








You know that there are farm families in your trading 
area who want to complete unfinished rooms in_ their 
homes, for example. To see how we can get a line on what 
this business may be, some “rule of thumb” tables are re- 
produced below. The data here, plus the size of your own 
market, will enable you to estimate how much you can 
reasonably plan on. Here we go 

First, ask your county agent for the number of farm- 
operator families in your trading area. We'll call this 
figure “a”. Let’s say for the sake of this example there are 
1,000 farm-operator families in the area your yard serves. 

Then, check the table “A” below to see what percent- 
ages of all U. S. farm-operator families actually finished 
off an unfinished room in a recent year. This is figure 
“b”. The table tells us the figure is 2%. 

Next, check table “A” below to see the average expendi- 
ture of all farm-operator families in the U. S. for unfinished 
room completion. We see it is $4.15. Call this figure “c” 


How to Set Up Your 








Farm Sales Target 


Now, we want to see several things: (1) what was the 
average cost of each unfinished room completion (divide 


$4.15 ‘ 
7 ¢ 


equals $207.50, which we'll 


"¢ Oy > "oe", Chess 
call figure “d”); (2) how many farm-operator families 
in your trading area can be expected to complete unfinished 
rooms this year (multiply “a” by “b”, thus: 1,000 x 2% 
equals 20 families); (3) what is the total potential volume 
to he had by all sellers in your trading area for jobs like 
this (multiply “a” by “d”, thus: $207.50 x 20 equals 
$4,150). 

Therefore, if you figure your share of your local farm 
market is half, then you ought to sell $2,075 this year for 
completing unfinished rooms. That’s your target for sell- 
ing the completion of unfinished rooms. The same process 
applies in figuring your sales target for all the other “big 
ticket” packages you have to sell today’s prospering farmer. 





TABLE ‘‘A”’ 
What Farmers Buy 
Big-Ticket Purchases 


Average Percent 

expenditures of farm 

per farm families 

family buying 

Painting, exterior $ 7.50 13.7% 
Painting, interior $ 6.37 28.1% 
Flooring .. $ 2.86 3.9 % 
Roofing a ee 8.1% 
Insulation and weatherproofing $ 2.78 2.9 % 
Plumbing, including fixtures $14.43 10.2% 
Heating, furnaces, stoves, etc. $ 8.82 4.3% 
Hot water heaters $ 3.36 3.9 % 
Electric work, including fixtures $ 2.92 8.1% 
Kitchen cabinets, fans . $ 4.08 2.6% 
Awnings, screens, storm windows $ 4.85 10.1% 
Carpentry work not otherwise noted above $ 3.96 2.9 % 
Completing unfinished rooms $ 4.15 2.0 % 
Structural additions $16.66 2.7% 
General remodeling $ 8.82 2.4% 
Other repairs or improvements $15.00 21.6% 


Source: USDA 


TABLE ‘‘B”’ 


Construction, Maintenance and Repairs 


1955 Average 
Expenditures spent per 
farm 
Repairs, replacements, alterations 
and additions to the home . $593,531,000 $124.69 
Construction of farm buildings, new 
and additions $390,156,000 $ 83.44 
Painting, repairing and remodeling 
farm buildings $199,124,000 $ 42.59 
Fencing $206,101,000 $ 44.08 
Hand tools and miscellaneous 
supplies ; $234,736,000 $ 50.20 
Total $1,623,648,000 $345.00 


Source: USDA, for year 1955 








‘Plus Sales’”’ Lines for 
Rural Dealers 


Editor's note: Percentages below are based on a surve 
of 5,000 American Lumberman subscribers and spon- 
sored by the National Retail Lumber Dealers Association 

{nalyzed especially for this study, were returns from 

dealers doine 40% or more of their business with farm- 
ers. Two-thirds of the dealers said they planned to add 
the following specific product lines to help serve their 
farm trade bette 


Line to be added % of dealers choosing this line 
Hardware 21 % 
Plumbing supplies 11 % 
Heating supplies 2 % 
Electrical supplies 17 % 
Ready-mix concrete - eae 


Paint 

Furniture (garden, etc.) 
Floor coverings 

Appliances ‘ 
Tools (hand, power, rental) 
Prefab buildings 

Millwork lines 

Wall coverings 

Cabinets 

Garden supplies 


Regional Values of 
Farm Structures 


Source: USDA 
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REGION average value 
of farm buildings 
per acre of farm, 

1956 

Northeast $75.67 

Corn Belt $44.74 

Lake States ; $49.68 

Appalachian States $37.28 

Southeastern $20.06 

Delta States $17.30 

Southern Plains $ 6.49 

Northern Plains $ 8.44 

Mountain States $ 4.04 

Pacific States $23.38 

i * $20.66 
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Turning Farmers into Buyers 


PRIZE-WINNING farm home improvement job of Mr. and Mrs. 
W. C. Barnes had planning help plus materials and advice 
from dealer R. H. Kirk, Iltis Lumber Co., West Des Moines, 
lowa. Ten years ago dealer Kirk prepared plans and supplied 
materials for expansible house for Barnes. 


Farm contest entries show 


(begins on page 38) 


OPEN KITCHEN and family room was created by John T. 
Green in his farm home near Davidson, N. C. with the help 
of dealer A. E. Hoke, Hoke Lumber Co., Davidson, N. C. Other 
work on the house included extensive structural repairs and 
creating more living space for the Greens’ six children. 


Family Rooms, Kitchens High 
on Farm Improvement List 


Other modernization trends indicated by contest entries: 
divided baths, more porches, many exterior improvements. One 
of every three entries got help from local lumberman. 


Home modernizing on the farm this 
year is big business, according to the 
2,186 entries received in Farm Jour- 
nal’s modernization contest. About 
two-thirds exceeded $500. Amounts 
spent in this group averaged more 
than $3,000. Many complete over- 
hauls were reported. 

The principal reason for moderniz- 
ing was the need for more space. 
Other reasons: more efficiency, com- 
fort, improved appearance, better 
floor layout. 

Kitchens loom large. Kitchens fig- 
ured in two-thirds of the improve- 
ments. Some of these were part of 
overall remodeling jobs, many as a 
first step in this direction. In almost 
every case the kitchen was made 
large enough to give a comfortable 
family dining area, with the conven- 
tional U-shape work area removed 
from traffic. 

Where new appliances were install- 
ed (frequent occurrence) the built-in 
oven and counter-top burner style of 
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units were chosen. Double metal sinks 
were in the majority. Wall refrigera- 
tors and dishwashers appeared in some 
of the more expensive jobs. 

The family room continues to grow 
in popularity, the contest entries 
showed. Many times it is larger than 
the living room. It may replace an 
old dining room, be a complete new 
addition or an enlargement of an 
existing room, usually off the kitchen. 
In many cases the family room and 
kitchen area was built as continuous 
room, often with a fireplace on the 
family room side. Sometimes breeze- 
ways, garages or basements were 
converted to family rooms. 

Bath trend noted. There was a 
definite trend toward divided bath- 
rooms. The cabinet lavatory was al- 
most a standard installation. In some 
cases this was custom-made, some- 
times it was a small kitchen sink 
cabinet, adapted successfully to bath- 
room use. Double-sink lavatories were 
well-favored. A few glass-door shower 
stalls were used. 


Porches are gaining popularity 
again, judging from the modernizing 
jobs reported on. Old front porches 
were either removed or incorporated 
in the house for more space, but the 
new porches, often at grade level are 
built at the side or rear of the house, 
several feet wider than the old porch, 
glassed or screened. 

Outside appearance improved. 
Many families greatly improved the 
exterior appearance of their homes, 
including lowering the roof line, re- 
moving old porches, installing new 
siding and windows. In a number of 
cases two or two-and-one-half story 
houses were cut to one-story ranch 
houses. The salvage lumber here was 
used to expand the size of the house 
on the single level. 

Wood windows were generally used, 
along with drywall construction. 

Materials used. The 2,186 home 
modernizing jobs used $4,322,968 of 
building materials, much of it erected 
by the owners for labor costs amount- 
ed to $1,222,452 or about one- 
quarter the materials cost. Lumber 
was 24.2% of the total; plywood, 
3.3%; masonry 7.2%; other materials, 
16.6%. Electric wiring and fixtures 
was 4.4% of the expenditures plumb- 
ing fixtures and supplies was 11%. 
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Prize-Winning Farm Home Improvements 
SOLD BY RURAL DEALERS 


“We put in a lot of time with Mrs. Barnes when she 
and Barney were enlarging their home,” says lumberman 
R. H. Kirk, manager of the West Des Moines, lowa yard 
of Iltis Lumber Co. 

That time spent by dealer Kirk paid off for Mr. and 
Mrs. W. C. Barnes for the living room and dining room 
they added to their house approximately doubled its size; 
in addition, the Barnes’s won the first prize for farm home 
improvement sponsored by the National Lumber Manu- 
facturers Association and Farm Journal. Mr. and Mrs. 
Barnes received a $1,500 prize; dealer Kirk was awarded 
a distinguished service plaque to mark his part in the 
project. 

“Actually, the Barnes’s didn’t shop around very much,” 
Kirk told American Lumberman. “Mrs. Barnes knew 
pretty well what she wanted. Since they were doing most 
of their own work, they wanted the materials to be as 
good as possible. Don Dahltorp, our draftsman, prepared 
plans for them. Our main service was the time we spent 
with her, answering her questions. 

“Why did they come to us? Probably because we've 
known them for many years, serving his father, a good 
customer of ours, and a good farmer too. Now Barney 1s 
operating a full-time farm, with corn, hogs, cattle. 

“When Barney and Jo were married we designed a 
house for them which could be added onto, in easy steps. 
he first section of the house had four small rooms. That 
was 1947. The prize-winning addition was a living room, 
central hallway, a screened porch and a basement under 
the new section. The old living room became a bedroom.” 

Yet to build is a third addition at the other end of the 
original house, adding two more bedrooms and a bath. 

Another winning dealer. Teamed up with dealer Kirk 
for the honor of serving the contest’s two top-money 
winners was B. F. Kinzig, of Tri-City Lumber Co., Pasco, 
Wash. Dealer Kinzig’s $1,500 prize-winner customer was 
the D. R. Gustavson family who finished off a basement 
area. 

“Why did Gustavson come to us? Probably for a number 
of reasons,” dealer Kinzig said. “When he was farming out 
on the ‘project’ he bought from us; another reason is that 
we've good parking space at the yard. Maybe a big reason 
is our homeowner “schools” on how to fix up basements 
and attics, plus other topics. We hold these meetings in the 
PUD auditorium or the high school, invite suppliers’ 
salesmen to tell about how their products are used in 
these home improvement jobs.” 

A typical home improvement school held by Kinzig is 
attended by about 200 people, he said. 





FORMERLY AN OLD TWO-STORY HOUSE, the modernized U. J. 
Kocher home near Olney, Ill., involved difficult structural prob- 
lems, solved for the owner by dealers J. A. Wheeler, Newton 
and Bob Forsyth, Olney, Ill. 
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“We invest 2% of our gross sales in advertising, too,” 
he commented. 

“Perhaps another reason for our getting this business 
is that we’re open until 7 p.m. and all day Saturday. The 
other yards in the area close at noon Saturday.” 

Modest dealer. Contest prize-winner John T. Green of 
Mecklenberg County, North Carolina, was served by 
lumber dealer A. E. Hoke, Hoke Lumber Co., Davidson, 
N.C 

“I don’t know,” Hoke said. “I guess Green came to us 
because we are the closest lumberyard to his place.’ 

Perhaps that is the reason; at any rate, Hoke’s service 
was good enough to bring $250 in prize money to his 
customer for providing more living space for his family of 
six children. About 25% of Hoke’s gross volume is in 
profitable home improvement work. 

“Mr. Green is planning to re-do the outside of his 
house next,” Hoke said. 

The Green job was done by a contractor-customer of 
Hoke’s, recommended for the work by Mr. Hoke. Result: 
two satisfied customers, Green and the contractor. 

Quality pays off. The modernizing job undertaken by 
Mr. and Mrs. U. J. Kocher in Jasper County, southeastern 
Illinois, was a major one. As a result, two lumber dealers 
took part in it. They are J. A. Wheeler, W. P. Wheeler & 
Sons, Newton, IIl., and R. B. Forsyth, Forsyth Lumber 
Co., Olney, Ill. The Kocher job ran to about $10,000, 
involved cutting down an elderly two-story house into a 
modern one-story unit. The original house had no running 
water, no central heat, no storage space and a worn-out 
roof. Even with these deficiencies it was decided to mod- 
ernize rather than build new, to save money. In addition, 
the old house was in an ideal location on the Kocher place 

The contractor employed was a Newton, IIl., man, a 
long-time customer of W. P. Wheeler & Sons. 

“We can take credit for suggesting many of the high 
quality materials used,” Wheeler said. “This wasn’t a cut- 
price job. Mr. Kocher wanted something better than the 
usual roof; we showed him samples of a very fine but 
higher-priced fire-resistant shingle. He liked it, accepted the 
higher price, and we sent out the shingles. They were not 
in our regular stock but we had no trouble getting them.” 

From dealer Forsyth, Kocher got a lot of advice on the 
best way to cut off the second story of the old house. 

“I spent all afternoon with Kocher, telling him the best 
ways to do the job,” sad Forsyth. “That and the problem 
of lowering the old high ceiling was a tough one. He had 
a good carpenter on the job, a man who buys from us 
when he has jobs in this area and everything went along 
all right. 


if 

courtesy Farm Journal 
B. F. KINZIG, left, lumberman at Pasco, Wash., receives dis- 
tinguished service plaque at Pasco Kiwanis meeting for his 
part in supplying materials and assistance in national-prize- 
winning home improvement job. 








This low cost ‘‘Capri starter package”’ 
puts you into the profitable 


MOSAIC TILE BUSINESS 
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STANDARD THE Cc ~ 
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Here’s what you get: 
36” Round coffee table, completed 
for display 
“Cigarette Box” — finished for display 
6 — “Cigarette Box’’ kits — complete 
1 — K6024-14 Kidney-shaped cocktail table kit 
— ready for tiling 
2 — Wrought iron snack tables 12” x 12” x 16” 
ready for tiling 
1 — Nest of 3 wrought iron snack tables, 
ready for tiling 
6 — 4 pt. cans of Capri tile cement 
18 — 1 pound containers of tile grout 
1 — Capri Color Chart 
6 — Capri Cement Trowels 
6 — Tile Cutting Tools 
45 — Sheets of Capri Ceramic Mosaic Tiles 
(assorted colors) 


ORDER THROUGH YOUR JOBBER OR WRITE Retail Value $250.00 


STANDARD TILE CO., INC. YOUR COST...*150.00 


854 Rockaway Ave., Brooklyn 12, New York —_i_t- k- tk EL 


America’s fastest-growing do-it-yourself hobby—mosaic tile—prom- 
ises big profits to dealers who get in on the ground floor. Now Capri 

.leader in the field of ceramic mosaic tile... offers a compre- 
hensive, low-cost package program that puts you in the business 
with both feet! 


The Capri “Starter Package” gives you everything you need. 
kits, tiles, tables, cement, grout and tools... plus FREE adverti:- 
ing mats, publicity kit, displays and merchandising programs. 

Get into this booming full list price business early . . . ask your jobber 
salesman to show you the Capri line NOW! 


Capri . « « the TEXTURED ceramic tile 
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Tops in beauty and 
performance. Model 
562TC features one fully 
automatic ‘“Tem-Trol” 
and three “Circle- 
Simmer” speed top 
burners. Rich Satin 
Chrome. Hudee rim 
permits snug, flush 
mounting. Also 
available: model 562, 
without “Tem-Trol.” 


built-in GAS 


top burner units by 


WIDEST SELECTION EVER! 





Model! 543 (left) 
with two “Circle- 
Simmer” speed top 
burners; model 543- 
TC (right) with one 
“Tem-Trol” auto 
matic, one “Circle- 
Simmer” speed top 
burner 


Model 563TC is 
shown, with one 
“Tem-Trol” auto- 
matic, three “Circle 
Simmer” speed top 
burners. Also avail- 
able: model 563, 
identical, but has 
no “Tem-Trol.” 


Model.564, with 
four “Simmer 
Speed” top burners 


Model 590, with 
four “Center-Sim- 
mer” speed top 
burners, “Tem- 
Trol” automatic 
fifth burner which 
converts to con- 
trolled-heat griddle. 











GEO. D. ROPER SALES CORP., Kankakee, Illinois 
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HUDEE RIM 
fits flush 
and tight! 
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Completely new, packed with features that sell! Roper’s 
top-burner line-up aims at all your prospects . . . budget- 
minded or luxury-conscious. Roper means top quality, 
trouble-free service, complete customer satisfaction. Make 


new friends, more profits. Sell all-new Roper gas built-ins. 
& 


PROMOTE THESE ROPER "PLUSES" 


@ Roper ''Tem-Trol" Automatic Top Burner @ ''Circle-Simmer'' Speed 


Top Burners @ Four Colors or Satin Chrome @ Smart New Styling 


@ See the New ROPER GAS OVEN-BROILER 
Units too... Four Models Available! 


Geo. D. Roper Sales Corp., Kankakee, Illinois 


Please rush me full details on Roper built-in gas ranges. 


Firm Name 
Individual 


Address 


(type of business) 


AL658 


SOSSSOSSSSSSSSOSSSSSSSSSSSSSSSESSE FESS SSESSSSSESESSSSESESSESSEESESEOESEEEOEES 


Circle No. 23 on Coupon, page 108 43 





Turning Farmers into Buyers 


(begins on page 38) 
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SALES TOOL is this scale model general 
purpose building, equally applicable to 


JOB SIGN goes on every building White River Lumber Co. sells, 
whether it’s for a farm, industrial or commercial use. 


farm, commercial and industrial uses. 


FORK TRUCK at the White River Lumber yard quickly loads 
steel span parts on the lumber truck for delivery to farm. 


Packaged Farm Building is 
Key to 25% Sales Increase 


Steel span structure answers eight-point sales program 
established by Washington state dealer. Fast estimating helps 


sell the job. 


Beginning in July, 1957, the six 
Yakima Valley yards of the White 
River Lumber Co. in central Washing- 
ton state started a program of selling 
packaged buildings to farmers and 
other customers 

The result: a 25% sales increase for 
the year, which put the firm solidly 
in the black. Without this program of 
packaged buildings, the yards’ sales 
volumes would have decreased, not 
increased in 1957, according to com- 
pany Officials. 

Nerve center of White River Lum- 
ber’s package farm building sales work 
is at the Wapato, Wash., yard. Wapato 
is a large farm produce shipping cen- 
ter, with 25,000 people living in its 
trading area. One primary crop is 
potatoes. Recently Wapato set a record 
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by loading and shipping 50 boxcar 
loads of potatoes in a single day. 

The operations of farmers in the 
area range from small lots to well 
over 1,000 acres. Work is often highly 
mechanized. Cash income is good, as 
is the case today in many other U. S. 
farm regions. 


Selecting the package. Working on 
the theory that farmers are like com- 
mercial and industrial buyers, White 
River Lumber executives began 
searching for a way to sell them com- 
plete buildings. More and more of 
their farm customers had shown inter- 
est in this idea. Such a program of 
selling packaged buildings would sup- 
plement the sale of miscellaneous 
building products and boost both gross 
volume and net profit, it was felt. 


Eight fundamentals were established 
which the packaged building program 
must meet: (1) They must offer large, 
unobstructed floor area; (2) Durability 
must be good (“Farmers want to have 
buildings as good as those in town”, 
explained farm building salesman John 
Geffe); (3) It should be possible to 
offer a guarantee on the buildings; 
(4) Standard lumberyard materials 
must be incorporated in the farm 
buildings; (5) It must be a very specific 
and definite package in order to en- 
able the yard to sell the buildings 
erected; (6) The package must be 
adaptable and versatile, not one line 
for farms, another for industrial and 
a third for commercial customers; (7) 
The supplying manufacturer should 
have a lumber dealer distribution pol- 
icy so that contractors without inven- 
tories cannot cut in on the dealer’s 
market. (8) There should be a price 
adherence policy (“We figured that if 
we were high on a job, we could 

(continued on page 46) 
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"Guaranteed by ™) 
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Powerful ammunition to make your selling job easy for Barclay plasticoated panels in modern streamline, luxurious wood grains, 
decorator solid-tones, attractive tile patterns. Four-color ads bang away at your consumer customers. Full page ads pre-sell architects, contractors, 
decorators, builders...more of your customers. Hard-hitting mat ads tell the Barclay story the way you want it to be told... colorful 
window streamers that pull in customers... self-selling store displays...eye-catching decals...fascinating, informative counter 
booklets. And the new material for Barclite reinforced fiberglass panels has more power than ever—sells on sight! With this booming 
double-barrel program, we load your guns with the best selling ammunition in the business! Each piece hits the target, your 


customers, showing them why Barclay and Barclite are the outstanding panels for any installation! Be the top gun in your area... 
load up with Barclay ammunition. Call or write your local Barclay and Barclite distributor for free samples and all this free material. 


* 





Newspaper ads = Window streamers » Displays # Decals m 4-color Brochures m Magazine ads and more! 


BARCLAY MANUFACTURING COMPANY, INC. /BARCLITE CORPORATION OF AMERICA 
Dept. AL-6, Barclay Building, N. Y. 51, N. Y. 
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RICHLITE 

The wonder sheet —pure Poly- 
ethylene —meets F. H. A. minimum 
requirements. The perfect vapor 
barrier, or for use under slab, cur- 
ing concrete, closing in, covering, 
etc. Clear or black up to 40’ wide. 


RICHKRAFT Building Papers 


A complete line of waterproof, re- 
inforced waterproof and breather 
type building papers to meet any 
price or building specification re- 
quirement. Everything from Black 
Sheathing Paper to Richkraft 
Skufpruf Heavy Duty. 


RICHKRAFT 65 Fungi-Resistant 
A low cost membrane that meets 
all F.H. A. and V.A. requirements 
for vapor barriers in slab on ground 
and crawl space construction. 


RICHFLEX Reflective Insulation 


Both vapor barrier and breather 
types of reflective insulation. 


REDI-ROLLS 

The neat carton display stand solves 
the short length problems for your 
customers. Holds three rolls of four 
kinds of building paper and Richflex 
Reflective Insulation. 


RICHBEAD 


Both paper backedand all metal cor- 
ner bead for dry wall construction. 


Get the full story! Send for com- 
plete details. Richkraft has the 
most complete line available. One 
house, one responsibility. 


THE RICHKRAFT COMPANY 
510 North Dearborn Street 
Chicago 10, Illinois 
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JOHN GEFFE, salesman for 
White River Lumber Co., in- 
spects the work of firm's 
building erection crew. 


counteract any disadvantage by offer- 
ing more service instead of cutting 
price,” Geffe commented.) 

Steel span building selected. Guided 
by this eight-point policy, White River 
Lumber Co. men searched for such a 
package. At this point they were ap- 
proached by a manufacturer of steel 
building components whose merchan- 
dising plan matched the eight points. 

General manager Don Walch held 
a meeting of the employes and man- 
agers of the firm’s six yards, laid be- 
fore them the full story of packaged 
buildings and went into the sales 
opportunities the program seemed to 
open up. In July, 1957, it was decided 
to go ahead. Success was immediate; 
before the end of 1957 the firm had 
sold 19 buildings, most of them out 
of the Wapato yard. This volume 
boosted the yard’s sales 25% over 
1956 and raised its volume to $50,000 
per year per employe (the national 
average is approximately $33,000 per 
year per man). 

How to sell. “Direct sales talk is the 
best way to sell to farmers,” says John 
Geffe, packaged building salesman at 
the Wapato yard. “We back this up 
with TV spot announcements, avail- 
able at reasonable rates in our area. 
These TV spots make use of photo- 
graphs of buildings we have sold and 
erected and include testimonials of the 
farmer-owners.” 

Geffe, raised on a nearby farm, 
knows most of the farm operators in 
the valley, went to school with many 
of them. He is able to talk their 
language, knows their building pro- 
blems intimately. 

Showmanship sells. The farm build- 
ing package sold by White River 
Lumber Co. consists of steel vertical 
members, truss parts of special design, 
plus lumber, sheet metal, windows, 
doors and hardware from regular 
stock. To demonstrate the strength of 
the steel structure, a 7,600-pound farm 
tractor was suspended from the center 
point of a truss. Business boomed 
following this piece of showmanship. 
An important sales tool is a scale 
model of a typical building, showing 


construction details. 

Yard items used. This package 
building has one-third of its cost in 
the steel span parts which are pur- 
chased from the manufacturer; the 
balance of the materials are taken 
from regular yard stocks. All parts 
and materials for a 44’x60' building 
can be loaded on a single truck and 
bring an $800 gross profit 

How the package grew. “Over a 
period of years we developed the 
packaged building program for lumber 
dealers which White River Lumber 
Co. is using to achieve this 
record,’ commented David E. Cuckler 
president of the firm which supplies 
the building package to White River 

This manutacturer’s package sales 
program: (1) Make one man in the 
dealer’s organization the steel span 
specialist; he may be a present em- 
ploye or a new man (salesman Geffe 
had been a truck driver at the Wapato 
yard); (2) Give this man adequate 
sales training, including a complete 
indoctrination on buildings, sales psy- 
chology, sales approach, how to devel- 
op sales leads, basic ad program; (3) 
Follow the progress of this man as he 
calls on prospects and makes his first 
sales; check back on him at this point 
for there will be a lot of things he'll 
want to know, now he’s getting his 
feet wet; (4) Work with the dealer on 
developing sources of financing for 
the buildings he sells; (5) Set up a 
system of estimating, which is fast, 
accurate and complete, based on stan- 
dard parts, adaptable to many situa- 
tions. 

Simple estimating. “A simple, ac- 
curate estimating system is a ‘must’,” 
Cuckler said. “Our system gives the 
lumber dealer over a thousand pre- 
figured package prices he easily can 
use with confidence.” 

The steel maker said that with the 
estimating plan used by White River 
the total cost can be worked up at 
once, in the presence of the customer. 

In 1958 White River Lumber Co. 
is shooting for 50 packaged building 
sales, according to general manager 
Don Walch. 


sales 
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For a window valance... 








a sturdy grain bin 


@ Whenever the job calls for a panel-type material, 
look to Weyerhaeuser Hardboard for performance 
qualities and features that mean steady, repeat sales. 

For exterior use or where wear and tear are heavy, 
point out the advantages of using specially-treated, 
weather and moisture-resistant Tempered Weytex*. 
On the farm, for example, this super-strong extra 
durable board means service buildings and equipment 
items that look better, perform better and last longer. 
It means savings to the customer . . . sales and profit 
to you. 

For interior use, in both new construction and re- 
modeling, recommend Standard Weytex*. Unusually 
smooth-surfaced, light in color and easy to finish, this 
improved Hardboard handles and works with the ease 
of wood yet has exclusive advantages all its own. It is 
smooth, grainless, won’t split, splinter, delaminate, 
can be bent to short radius, is easy on tools. For spe- 
cial needs, there’s Perforated Hardboard, both Tem- 
pered and Standard; and Weylite*, a lower-density, 
lower-cost board. Write for samples and full details. 
*T.M, Reg. 


Weyerhaeuser Sales Company 


First National Bank Building + St. Paul 1, Minnesota 
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FOLDING & SLIDING 
DOOR HARDWARE 


superwor... profitable 
.. easy to stall! 


CZ 


MODEL G 


Folding Wardrobe Hardware, 
Edge-Mount Pivot Hangers. 
Adjustable. For wardrobe 
passageway and pass-thru. 
Eliminates floor obstructions for 
safety and easy maintenance. 


® 
UPPER PIVOT 
ASSEMBLY 


BOTTOM : 
PIVOT ASSEMBLY 


POSITIVE LOCK & 
“BUTTERFLY” LATCH 


MODEL I 


Folding Wardrobe Hardware, 
Side-Mount Pivot Hangers. 
Adjustable Folding Door 
Hardware with exclusive features 
that eliminate undesirable floor 
obstructions. 


“BUTTERFLY” 
LATCH 


When the job calls for 
high performance at moderate cost, they'll 
specify GLIDE-MASTER-—order today ! 


There is a Glide-Master unit 
to meet every folding and 
sliding door problem. See the 
complete line described in 
the new Glide-Master catalog. 


ARTHUR COX 


Yours free. Write on your 
letterhead today. Ask about 
representing Glide-Master in 
your community. A few choice 
territories are still available. 


& SONS, INC. 


70 NORTH SYCAMORE * PASADENA, CALIFORNIA 
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Turning Farmers into Buyers 


BEEF CATTLE FEEDERS prevent feed from being trampled into 
the ground. They can easily be moved about as range condi- 
tions change. 


5 Farm Buildings 





ROADSIDE STANDS can be stockpiled for a variety of uses 
in both rural and suburban areas. Hill-Behan Lumber Co., St. 
Louis, Mo., offers a budget plan to promote this type of 
building. 





These are just a few of the wide 
variety of packaged buildings which 
farmers need. 


Users of David White surveying instru- 
ments get all their measurements on the 
button. They know they’re right, avoiding 
costly errors. You'll be right too if you 
stock David White Instruments. David 
White has been making surveying instru- 
ments for over 50 years. It is a well-known 
line that has high acceptance everywhere. 


See 


BROODER HOUSE made of exterior-grade fir plywood is one 
of many types of portable poultry farm structures built and 


stockpiled by lumber dealers. 
For Contractors— Heavy- 


duty instrument for road 


i J and building construction 
Used to align piers, plumb 
’ walls, ascertain slopes—for 
2 4 


tiling, general highway con- 
struction, leveling of floors, 
laying angles. 78300 Univer- 
sal Builders’ Level-Transit 
Includes new American- 
style, wide-frame tripod 


Retails for $217.00. 


For Builders—A big market exists for 
this versatile, low-cost instrument. For 
determining differences in elevation, 
plumbing walls, laying angles, drain- 
age. New streamlined styling. 78007 
Light Construction Level-Transit Tri- 
pod included. Retails for $89.50. 


THREE-PEN HO H . For Concrete Contractors— Used to 
G HOUSE is popular in the corn belt. Two of cistees sdvetinen, tay out Soond 


ne units can be joined to form a six-pen house with alley tions, run lines, align courses, for grad- 
erween pens. ing. 78114 Builders’ 12-Inch Dumpy Level 
Includes new American style, wide- 


frame tripod. Retails for $169.50 








NEW HAND LEVEL For Every Customer! Precisiori- 


made. For rough estimates, paving, 
landscaping, laying out foundations, 
contouring. Natural impulse item. 
Each carton an effective merchandis- 
ing unit. Builders, farmers, homé 
owners—all prospects. 5556 True 
Sight Hand Level. Only $2.95! 


HOG HOUSES vary in design 
to fit climatic conditions and 
farmers’ specifications. 
Shown are two popular type 
— individual hog DAVID WHITE INSTRUMENT COMPANY 
Dept, J, 2051 North Nineteenth Street, Milwaukee 5, Wisconsin 
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Distributors and dealers being appointed now. Write for complete details today, 
including facts on our time-payment plan that can help you close plenty of sales 


Prices slightly higher west of the Rocky Mountains 
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lumberyard. 





OPEN PLAN BARN is quickly built to any length, any combinations of doors 
and windows, from standard 4’ panels and standard trusses assembled in the 








Low-Cost Panelized 


The trend in farm buildings is toward... . 
(1) Structures adaptable easily to a variety of uses. 
(2) Easy erection with unskilled labor. 


Here is what one lumber dealer is doing about it. 


How to adapt wall panels and 
standard trusses to modern’ farm 
buildings has had direct attention re- 
cently from the Edward Hines Lumber 
Co., Chicago, and National Plan Ser- 
vice. 

Hines officials went to National 
Plan for a solution to their problem. 
The result: designs for four low-cost 
practical farm buildings—hog house, 
poultry house, machinery shed and 
open plan barn. 

These buildings make use of stand- 
ard 4’x8’ panels and standard design 


BIG PANELS provide com- 
plete weather protection at 
low cost. Construction cost 
can be cut by using exterior- 
type materials here, elimin- 
inating further finish. 


2”x4” and 2”x6” trusses. The panels 


and trusses are designed to be fabri- 
cated in the lumberyard on standard 
jigs. Standard size materials are used, 
with a minimum of cutting and waste. 

The panels produce buildings of any 
length. The trusses range in building- 
width from 20’8” to 24’8”, 28’8”, 
32’8” and 36’8” (the last two widths 
use 2”x6” trusses.) 

Two panel heights are used. Within 
these sizes there are solid wall panels 
and window panels, to be placed in 
the wall as desired. Wall and ceiling 

















2 x 7-8] 
CENTER UNIT ENO UNIT 








OPEN PLAN 





FLOOR PLAN shows simplicity of componenr 
farm building construction. The 7’8” dimen- 
sion of end sections allows for 4” roof 
overhang on end of roof, covered with 
standard 4’x8’ panels. 


Farm Plans 


heights higher than that given by the 
standard panels are achieved by varia- 
tions in foundation wall height. 

Walls are of single construction, 
with joints between panels covered 
with 1”x2” battens. However, siding 
may be applied either over shop- 
sheathed panels to give double con- 
struction, or over shop-framed panels 
to give single construction. 

Roofs are covered with exterior- 
type sheet material, exposed to the 
elements. Roof sheating has been 
omitted. Recent experiments show that 
large panels of exterior type material, 
either plywood or treated composition 
board, give adequate weather protec- 
tion when laid up shingle-fashion and 
well nailed with rust-proof nails. 

Pricing is easy. The dealer can (1) 
quote prices immediately on farm 
buildings of any size for any purpose; 
(2) deliver the components to the 
farmer, knowing he will have no 
trouble in putting them together quick- 
ly or (3) sell the buildings erected. 

These goals are possible with com- 
ponents: only two types of wall panels, 
solid and window, plus standard truss- 
es, with roof covered with big-area 
panels taken out of inventory. 

These designs were created with the 
new concept of farm construction in 
mind and should prove readily adapt- 
able to farmers’ needs. Plans are 
available from National Plan Serv- 
ice, 1700 W. Hubbard St., Chicago 
22, Ill. One of the most successful 
component systems for building such 
as these is Lu-Re-Co, sponsored by 
the Lumber Dealers Research Council, 
Ring Building, 18th & M. St., Wash- 
ington 6, D. C. Lumber dealers inter- 
ested in data on the Lu-Re-Co fran- 
chise should write that group. 
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@ Roly-Door Imperial, America’s finest steel sectional 
overhead door. Note the clean, modern lines of this 
16-foot model, blending beautifully with any architecture. 
And you can open or close any steel Roly-Door without 
stooping, or pinching fingers! 





@ 7-section Roly-Door “Regent” and “Premier” 
models feature all-steel welded construction, Bonderized 
for rust protection. 8’ thru 16’ stock sizes. 


MBPRRENES 232 





@ Beauty with all-steel quality at a budget 
price! The “Niagara” is guaranteed for one year as are 
all Roly-Door models. 


71 Mow Sales 


@ Roly-Door wood sectional overhead doors have 
the same convenience, safety and appearance features CH. 
built into steel Roly-Doors. eee 


...because folyPoors offer top quality in every model, size and price! 


Morrison Sectional Overhead Garage Doors offer everything the customer wants—stand-out 
styling —fingertip operation—full weather and theft protection—complete selection 
in steel or wood—automatic radio-controlled operators for any model—guaranteed satisfaction and 
fast, easy installation. Investigate your big profit Opportunities in Roly-Doors now! 


ROLY-DOOR DIVISION 
MORRISON STEEL PRODUCTS, INC., 655 Amherst St., Buffalo 7, N. Y. 


Also manufacturers of Mor-Sun Heating and Air Conditioning 
and Morrison Service Bodies 
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ENT LOOSENS. EASILY 
a tap of the Rameor! 


FORTEX 


Reinforced [ Molded Rubber | 


Sa and PAILS 
- LIGHTWEIGHT 
- INDESTRUCTIBLE 
fo > PLIABLE 


fo - PROFITABLE 


ALL THESE 
FEATURES! 


Can’t dent, break, leak, 
rust, crack, dinge! 


Won't scratch wood, paint, 
metal, porcelain. No slip or 
slide. Noiseless! 


Resists acid, sea water, soap, 
grease, alkali corrosion. Mold- 
proof! 


Not affected by cement, lime, 
plaster, paint, chemicals, in- 
secticides, sprays, disinfectants, j 
preservatives. Overnight sedi- 
ments loosen quickly—without 
damage! 


Graduated for measuring mixes 
and liquids! 


No sharp edges to hurt ani- 


mals. Easy to clean. No more ruined pails! With 


Fortex pliable buckets and pails, 
cement loosens with just a tap 
harm. of the hammer. More and more 

construction men are asking for 
Fully guaranteed! them ... be first to feature Fortex 
in your area! 


Extreme heat and cold will not 


Standard Pail—10 at Heavy Duty Bucket—12 qt., 16 qf. 
Many made with Dupont Neoprene. 
Farm Tub Feed Trough—6' gal.—biack. 


ake JNOUSTRUES, INC. 


e 


Contact Your | Wholesaler or or Mail the Coupon! 
- | WHOLESALERS 


A few territories 
cre still open. 


Ht CAUCHOTEX. INDUSTRIES, INC. 
| 44 Whitehall St., New York 4, N. Y. 


| Please send me Fortex literature and prices, [Write for Fortex facts. | 





Store Name . 
Address 
Wholesaler’s Name 


Address . 
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FARM OPERATOR Dave Sauder, left, and son Jim inspect their 
90’ reinforced concrete feed bunk, precast by ready-mix de- 
partment of Illinois Builders Material Co., Roanoke, Ill., dealer. 


New-Type Feed Bunk 


Illinois dealer seeks patent on reinforced 
concrete design. 


A new type of commercial cattle feed bunk was devel- 
oped recently by the Illinois Builders Material Co., Roa- 
noke, Ill. The bunk is made of reinforced concrete, pre- 
cast in 7’ sections. The units are a by-product of the 
firm’s ready-mix concrete division, known as the Roanoke 
Concrete Products Co. Gene Bertschi is manager of both 
organizations. 

“The sides and trough are cast in one piece,” Bertschi 
said. “Cattle cannot move the bunk. As used on the 
Dave Sauder farm near Roanoke, a lot of 46 black calves 
use one side of the bunk, while another lot of heavier 
stock uses the other side. A hot wire keeps the two groups 
apart. A feed auger in the bottom of the concrete bunk is 
connected to a silo unloader. Pushing two buttons empties 
the silo and carries feed the length of the bunk. The auger 
serves more than 90 feet of bunk.” 

Bertschi explained his firm is applying for a patent on 
the precast bunk sections. Two types are being made, a 
fence line model and the “in lot” model shown above. 
Bertschi’s company has a special boom rig used to set the 
bunks in place. 





CONCRETE FEED BUNKS 


ELIMINATE FEED WASTE 
2 NEW DESIGNS 
“Fence Line Bunk’ “Feed Lot Bunk” 


Bunk also serves as Cattle feed from 
fence. both sides. 
Fill bunks from Designed for Automatic 
outside of lot. Conveyor feeding. 


NEWSPAPER AD 
sells the farm 
trade, according to 
lumberman Gene 
Bertschi, originator 
of the feed bunk 
design. 


Build any length you desire by adding more bunks— 
Makes a permanent installation yet can be moved 


if feed lot is changed later, 


We Are Equipped to Deliver to Your 
Farm and Set the Bunks in Place 


“Build Better With Concrete” 
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p re 's a Pro fi if Every builder and home owner that walks 
into your place of business is a potential 
customer for the Sisalkraft line. This 


profit making line of waterproof rein- 
forced papers is the only one backed by 


national advertising. In addition Sisal- 


sad kraft representatives are calling on Arch- 
itects and Builders — your customers — 
to help increase your sales. Stock, display, 


SELL THE SISALKRAFT LINE. American 


Sisalkraft Corporation, Chicago 6, New 
York 17, San Francisco 5. 


Products in the Sisalkraft Line include 
ORANGE LABEL SISALKRAFT — Reinforced waterproof paper 


COPPER ARMORED SISALKRAFT — Electro-sheet copper + SISALATION — Reflective insulation and vapor barrier 
MOISTOP — Permanent vapor barrier * VAPORSTOP — Rot-resistant vapor barrier * SISALITE — Polyethylene film 
SISAL-GLAZE — Plastic glass-substitute 


SISALKRAFT PRODUCTS ARE AVAILABLE IN CANADA THROUGH ALEXANDER MURRAY & CO., LTD., MONTREAL 
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Turning Farmers into Buyers 


(begins on page 38) 


DIFFERENT MODELS of pumps are displayed in showroom. 
Salesman explains the submersible pump, which is popular 


SALESMAN CHARLES COLLINS is showing customer a cement 
that will bond coupling to plastic pipe so effectively that pipe 
will burst before the joint will. 

















in Troy area, where most wells are from 90’-130’ deep. 


$40,000 in Water Systems 


New York state dealer maintains separate showroom for 
water systems and accessories, but sublets repair work. 


By selling the advantages of running 
water to people who have built houses 
beyond city water systems, Collins & 
Sons, Troy, N. Y., has built an annual 
volume of $40,000 per year in electric 
water systems and accessories. 

Sales of pumps and accessories are 
handled by the plumbing and heating 
department, a separate division from 
the building products department, 
which has its own showroom, parts 
and stock department in one end of 
the main building. Service on this 
pump equipment is sub-contracted to 
pump men in the area. 

The thing Charles Collins, manager, 
plumbing and heating department, 
likes most about electric water systems 
sales is the way they help sell other 
items. 

Big ticket sale. “Seldom does the 
sale end with a pump,” he says. “It 
usually includes a new bathroom or 
kitchen, or both—and all the plumbing 
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fixtures as well as building products 
needed to add to or remodel the 
house.” 

He reports that the average sale 
of a water system adds up to about 
$600. Sales last year (1957) were 
particularly good in the 50-mile radius 
the firm’s trucks cover because of a 
drought in the area. But it’s an un- 
usual year when the company doesn’t 
sell from 75 to 100. 

Most wells in the area are 90’ to 
130’ deep, and the submerged pump 
is said to be the most popular because 
of its simplicity. It’s necessary only to 
sink a hole, lower the pump into the 
water and it’s ready to operate. 

Although the company caters to 
contractors, some 20% of the annual 
volume is sold to do-it-yourselfers— 
particularly farmers. Since the advent 
of plastic pipe, farmers have learned 
they can take running water to almost 
any place they want it by turning a 


PUMP SALES usually involve sale of bathroom and kitchen 
fixtures, too, so large stock is kept on display. 


furrow with a plow, laying the pipe 
therein, then covering it up. They have 
also learned that availability of running 
water means tremendous increases in 
egg and milk production as well as 
in growth and maturity of chickens, 
hogs and cattle. 

No thread pipe. By and large the 
most popular pipe for most installa- 
tions is the semi-rigid type. It requires 
no threading. Cement is first applied 
to the couplings and then they are 
pressed together. After a few minutes’ 
setting, the seal is so complete the 
pipe will burst before the seal will. 

The availability of FHA Title 1 
loans for water systems installations 
make them relatively easy to finance. 

Collins has one word of caution 
about water systems business: com- 
munities have rigid sanitation laws 
which are strictly enforced by the 
mortgage people. But if you go along 
with them and observe the code to 
the letter, there should be no trouble 
with installation, equipment, or finan- 
cing. 


June 9, 1958, AMERICAN LUMBERMAN AND 





FAC TS Se Lok JO ae ae ee. 


Pp 


A 


What makes latex paint dry so fast? 


A. In latex paint, a solid resin replaces slow-drying oils. 
\ dry film is formed in approximately thirty minutes or as 
long as it takes the water to evaporate. Any factors such 
as temperature and humidity which affect water evapora- 
tion will affect drying time. Latex paints can be applied 
successfully in any weather, however, and are ready for a 


second coat in about four hours. 


Youll find it pays to tell your customers why latex paints 
are out-performing all others. Tell them latex paints rinse 


right out of brush or roller because they are diluted with 


water. And, once the water has evaporated and the tough 
latex film is formed, they'll stand up to repeated scrubbings 
without losing their fresh color and beauty. 


Send now for your free copies of our new booklet that 
answers all your customers’ questions about latex paints. 
Sell with the facts and you'll 

sell more latex paints. THE 

DOW CHEMICAL COMPANY, Plas- 

tics Sales Department 2110D, 

Midland, Michigan. 


YOU CAN DEPEND ON 
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Turning 
Farmers 


into Buyers 


EXTRA VALUE in 
full-thick insulating 
batts for farmer is 
pointed out by L. E. 
Nelson, salesman 
at Millard Lumber 
Co 


Insulation Service 
Opens Farm Doors 


Applicator crews boost insulation volume, lead to complete 


job sales for Nebraska dealer. 


Sales of mineral wool batts to rural 
trade buyers have zoomed at Millard 
(Neb.) Lumber & Grain Co. through 
owner George F. Russell's policy of 
maintaining an installation crew. No- 
where else in the trading area can 


farmers get insulation application ser- 
vice, except from traveling applicators 
out of Omaha. 

As a result of concentrating on 
selling mineral wool installed, Russell's 
insulation sales rose 75% between 


COMPLETE BILLS OF MATERIAL are often sold when dealer G. F. Russell, center, gets 


first crack at insulation job. 
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1956 and 1957: 112,000 square feet 
in 1956 and 197,000 square feet in 
1957. He concentrates his selling ef- 
forts on eight-foot mineral wool batts, 
stresses selling full-thick materials, 
finds it good business to do so. 

“You can’t expect to sell high 
quality lumber to the same man who 
is allowed to be satisfied with thin 
insulation,” he says. “Greater thickness 
means more satisfied customers and 
gives us better profit on the jobs, too.” 

Bids complete jobs. Russell ties his 
insulation department to his entire 
building product sales operation. When 
he is asked to bid on insulation for a 
job, he tries to bid on all the other 
materials for the job, too. This in 
clusive bid, obtained with the insula- 
tion application “door opener’, often 
lands him the whole order. 

“All of this is part of our program 
of keeping customers satisfied,” Rus- 
sell says. “A new home customer 
becomes a home improvement cus- 
tomer as soon as his home is built, 
and we remember that. They're a 
number of years away from. being 
remodeling prospects, but they want 
to line a den with bookshelves or 
fence in their new lawn. When we've 
started the sale with our insulation 
department, followed through with 
good materials for the rest of the job 
and given them satisfaction every step 
of the way, we naturally are called 
upon for these small but profitable 
home improvement items, too. It’s 
walk-in business, but we’re organized 
for it so it’s worthwhile.” 
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WHAT DEALERS SHOULD KNOW ABOUT 


West Coast Hemlock 


@ In the forests of the Pacific Northwest, Hemlock 
grows under almost ideal conditions. Tempera- 
tures are even, moisture is plentiful. 

The result—West Coast Hemlock, a superior 
species of Hemlock that produces a high quality, 
multi-purpose lumber product. 

Demand is growing for West Coast Hemlock 
because it combines exceptional building values 
with outstanding beauty. It is stiff and strong, 
easy to work and holds nails securely. It has a 
beautiful light color which takes paints and 
natural finishes well. 

Weyerhaeuser 4-Square West Coast Hemlock is 
produced in a wide range of items for framing, 
sheathing, flooring, moulding, trim, paneling, and 
in a variety of siding patterns. 

Take advantage of the growing popularity of 
this plentiful ‘“‘ability’’ wood by stocking and fea- 
turing Weyerhaeuser 4-Square West Coast Hem- 
lock. Ask your Weyerhaeuser District Represent- 
ative for further details, or write for literature. 


BOARDS—Seasoned before surfacing to size. Available 
in grades and sizes for many uses. 
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SIDING—Durable 4-Square Hemlock is available in a 
variety of patterns and grades. 
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Basically better because... 


IT’S KILN-DRIED 


You can rely on Weyerhaeuser 4-Square trade- 
marked West Coast Hemlock because it has been 
properly seasoned by scientifically controlled 
drying methods. 

Also, West Coast Hemlock has earned the 
name “‘ability”’ wood because of its wide usability, 
wearability, and workability. Here are just a few 
of the popular specialty uses for this versatile 
product: shelving, furniture, cabinets, ironing 
boards, paneling, food containers, cold storage 
plants, kitchen work surfaces. Since West Coast 
Hemlock actually toughens with age, it is ex- 
cellent for flooring; and, of course, it is ideal for 
all framing needs. 

Ask your Weyerhaeuser District Represent- 
ative to tell you about all the profit-making 
possibilities for West Coast Hemlock, the 
“ability’’ wood. 


Weyerhaeuser Sales Company 


FIRST NATIONAL BANK BUILDING «¢ ST. PAUL 1, MINNESOTA 
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New! Andersen 


...new component that joins quality window and wall! 


Cuts installation steps two thirds 
Provides tightest possible wall joining 
Easy to handle, easy to sell 

Gives builders lower installed cost 


Fits any type of frame construction 
—including panel systems 


ere’s a great advance in building technique. A new component 
H that makes a quality window an integral part of the house frame. Gives 
you the opportunity to get more orders from present customers. 

Go after business that may have been out of reach before. 

The new Andersen Strutwall comes completely assembled. Load-bearing side 
struts, nailers and lower jack studs have been nailed and glued together at the 
factory. This provides unusual resistance to racking. Gives your customers the tightest 
possible joining of window and wall. Cuts installation from three 
operations to one—from around 22 steps to 7. 

From a profit standpoint, new Strutwalls are phenomenal. They’re shipped 
only 190 per car. You can order fewer units, still get low carload prices. 

You can make a higher profit per installation because you're supplying a larger 
part of the house. And the builder saves so much on labor he has a lower 
total installed cost. Ever have a better sales story? 

Advance orders indicate a heavy demand for new Andersen Strutwalls. 

We suggest you place your order now. See your Andersen distributor or write direct 
for details and other information: Andersen Corporation, Bayport, Minnesota. 


OVERALL WIDTH -—2-8"—~ 
SASH OPENING | 2-494"~ 
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Available in 7 sizes, 2 styles! Andersen makes seven sizes of the new Strutwalls, two sizes of 
Strutwall door frames. Window components include both famous Beauty-Line* and Flexivent® styles. 


*Patent pending 
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Andersen 
Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 


ANDERSEN CORPORATION «+ BAYPORT, MINN. 











Instalis in minutes, fits tighter! Just cut 
two load-bearing struts to fit header construc- 
tion. Nail Strutwall to adjacent studs. Tilt up 
with wall. It’s that easy. Because all parts are 
nailed and glued at the factory, new Strutwall 
provides tightest possible joining of window 
and wall. 


Ca 
Set 
"2 








Saves labor, costs less installed! New 
Strutwall eliminates cutting, fitting, assembling 
all of the conventional window parts above. 
Cuts labor so much builders report a good 
saving in total installed costs—even when 
figuring Strutwalls against inferior conven- 
tional windows. 





Looks better, more profitable! Andersen 
Beauty-Line and Flexivent styles add extra 
beauty, sales appeal. In multiple openings, like 
this, there’s also more open glass area, cleaner, 
trimmer lines. There’s higher profit, too. Be 
cause you're supplying a larger part of the 
house, you make more money per window. 












Sales Aids---Pole-Type Buildings 
and Pressure-Treated Materials 


Pole-type construction: 
“14 Easy Steps to Pole-Type Construc- 


tion You Can Do Yourself”, eight-page 


booklet giving step-by-step instructions, 
well illustrated, how to erect pole-type 
farm buildings. Dept. AL, Dierks For- 
ests, Inc., 1006 Grand Ave., Kansas City 


6, Mo 


“Practical Points on Pole Barn Con- 


struction”, eight-page pocket-size folder 
with drawings and description, telling 
about pole-type construction. Dept. AL, 
Dierks Forests, Inc., 1006 Grand Ave., 
Kansas City 6, Mo 


“How to Design Pole-type Buildings”, 
a 72-page manual containing engineering 
and design data, 17 line drawings, plus 
charts, wind loads and _ stresses. Price 
$1.50, Dept. Al Ainerican Wood Pre- 


Sell these buildings COMPLETE 


FACTORIES 
WAREHOUSES 


LUMBER 


led fete] 5.) 
CHURCHES 


FARM 
BUILDINGS 


STORES 
OFFICES 


FRAMES 


Sell the complete building . . . and make all the profit! Rigid Steel 


Span Frames. . 


. plus siding, roofing, hardware, doors and windows 


ALL FROM YOUR STOCK! Cuckler Steel Span Buildings are 
attractive, economical, provide 100% usable floor space, wall to 
wall, and roof to floor. Steel Span Frames are precision-fitted at 
the factory, easily bolted on the job. Thousands of Cuckler Steel 
Span Buildings are now in use — get your share of this booming 
building market! Ask about the Cuckler Profit-Building Plan today. 
Write Cuckler Manufacturing Company, Dept. AL-5 Monticello, Iowa. 


SOLD EXCLUSIVELY 
THROUGH 

LUMBER AND BUILDING 
MATERIALS DEALERS 
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servers Institute, 111 W. Washington St., 
Chicago 2, Il. 


Five pole-type building plans: 

Available from the Southern Pine Asso- 
ciation in its series of do-it-yourself 
farmer aids are 

“How To Build Pole-Type Frame 
Buildings’, “Poultry Broiler or Laying 
House 30’x100', plan PF-102", “Hay and 
Rest Barn 44’x50’, plan PF-104", “Bunk 
er-type Self-Feeding Silo”, plan PF-103”, 
“Multi-Purpose Building Clear Span 
30x50’, plan PF-105". Write Southern 
Pine Association, Dept. AL, P. O. Box 
1170, New Orleans 4, La 


Pole Barn workbook: 

“Now You Can Sell Pole Barns in One 
Package”, a workbook including detailed 
plans, estimating sheets and bill of ma 
terials. Plans are keyed to a basic 36’ 
clear span building of any length within 
multiples of 12 feet with no intermediate 
poles. With it, the dealer can easily quote 
a complete package price on materials 
for a plywood pole barn to meet any 
requirement. Also available is a catalog 
of sources of plans for other practical 
farm structures. Dept. AL, Douglas Fir 
Plywood Association, 1119 A St., Ta 
coma 2, Wash 

“Life Cycle Housing”, eight-page bul 
letin describing a three-cycle system of 
hog raising made possible by three simple 
farm buildings. The plan was developed 
at Iowa State College, is claimed to per 
mit two men with a herd of 140 sows 
to produce 2,400 hogs annual at a profit 
of from 5 to $10 per animal. Dept. AL, 
Douglas Fir Plywood Association, 1119 
A St., Tacoma 2, Wash. 


Farm building “‘Steplans”’ 

“Pole-Type Farm Building Plans Cata 
log” outlines the firm’s novel “Steplans” 
for construction of seven pole buildings 
general purpose barn, machinery center, 
southern poultry house, loafing barn, 30 
cow pen stable, northern poultry house, 
warehouse, 70-cow pen stable, hay barn 
and general purpose shelter. Each com- 
plete plan costs $1.00 while the catalog 
is free. Dept. AL, Aluminum Company 
of America, 741 Alcoa Building, Pitts- 
burgh 19, Penna 


“Where to Get Plans for Ranch and 
Farm Structures For Use in 14 Southern 
States,” 36-page booklet listing dozens 
of farm building plans issued by state 
agricultural colleges and available 
through local county agents. Included are 
plans for livestock housing, poultry, 
equipment, crop storage, and yard and 
field equipment. Write Dept. AL, United 
States Steel Corp., 525 William Penn 
Place, Pittsburgh, Penna 


“Pressure-Creosoted Pole-Type 70 
Cow Pen Stable”, plan No. K-8, giving 
plans, erection instructions and bill of 
material for this building; plan is one 
of a series; write for complete list. Dept 
AL, Koppers Company, Inc., Wood Pre 
serving Division, Koppers Building, Pitts 
burgh 19, Penna. 
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TRUKITY | 


| WHITE 
L : a¥ ig 
PORTLAND CEMENT /:" 
NON- STAINING 1 


U S J F UJ l in almost every type of building, both inside and outside. 


As architectural concrete units or as stucco or cement paint, it emphasizes architectural perspective 
and detail. It has a high light-reflection which gives beauty and special utility to many interiors. 
q Trinity White’s extra whiteness gives truer colors where pigments are added. 

Widely used in terrazzo for its contrast-y white and better color effects in either simple 


or ornate designs. Meets all Federal and ASTM specifications. Sell TRINITY White. 


A Product of GENERAL PORTLAND CEMENT CO. « Chicago « Dallas +» Chattanooga « Tampa « Los Angeles 


BUILDING PRODUCTS MERCHANDISER Circle No. 58 on Coupon, page 108 61 





(heulalor FIREPLACE 


This complete, ready-to-install 
unit delivers comfort to as many 
as three rooms .. . and lights a 
fire under lagging sales. Thermo- 
flow design for efficient heat 
distribution; clean and smoke- 
free. In five sizes for new or old 
homes; ideal for basements, 
playrooms, cabins. 


® Engineered Quality 

* Competitive Pricing 

* Sensible Mark-Up 
FIREPLACE DAMPERS 


Tell your builders about the planning, 
engineering and workmanship that make 
Vestal quality so outstanding . . . with a 
pricing program that makes Vestal Value 
unsurpassed in the building products field! 

Rotary and ae 

Poker Control Multi-Opening 

Multi-opening damper in all-steel construction; others in all- 
steel or highest quality cast iron. Precision engineered and 
manufactured for tight closing, easy operation. Wide range 
of sizes. Single dampers nest for easy storage. 


a 


“OUTDOOR 
FIREPLACE UNITS 


CLEANOUT 


ASH DUMPS 
DOORS 





OTHER FINE QUALITY VESTAL PRODUCTS INCLUDE SPEEL MORTAR BOXES, 
WALL TIES, UNDERGROUND GARBAGE RECEIVERS, CRAWL SPACE DOORS, 


ae BELL TRAPS, MANHOLE FRAMES AND COVERS, GREASE BASINS, ETC 


STEEL LINTELS 
FOR BRICK AND BLOCK 





For Free Catalog, 
Write Dept. AL 


FOUNDATION 
VENTILATORS 


Se 


ACCESS D 
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Wood Combination 
Doors—Three 
Styles Available 


Thermolite 
Aluminum 
Combination Door 


Venetian 
Jalousie 
Door 


Trimolite 
Aluminum 
Screen Door 


Strong-Lite 
Aluminu 
uminu 


m 
Combination Door 


Whatever kind of door your customers want, the good name of your own firm. 
you can fill their needs with quality by sug- 


gesting Schumacher doors. 


Schumacher also makes first-qual- 
ity aluminum combination win- 
dows, window screens, aluminum 
prime basement windows, slip- 
head sash units and jalousie 
windows. Write for details! 


You can order these doors in mixed shipments 
(and with other Schumacher products), deliv- 
ered in Schumacher’s own equipment which 
means important savings for you. The big 


Schumacher makes a full range of doors— 
they're illustrated above —and, like every 





Schumacher product since 1889, every Schu- 
macher door is made to a strict standard of 
quality. They're the kind of doors that reflect 


season's right around the corner. Better check 
with your distributor and order Schumacher 
doors now! 


A 


Schumacher 


PrRoouct 


HARTVILLE, OHIO 


GFE. SCHUMACHER CO. cece 
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4 out of 5 women, «according to dealer 


reports, prefer over all others the smart, up-to-date 
PIONEER WALNUT n wheat, silver gray 
. ° . . “sf florentine, russet and French wainut achieves 
patterns, fashion-right colors, and rich, true-to-life ssirasses’depin, veauty, and autnenticity 
. : Lifetime ientiates ‘eier the most complete 
selection of native and foreign woodgrains as 


woodgrains of Pionite Lifetime Laminates _ eiss'cccraive pater 





‘<" Pionite 


P Tor kitchen - Bathroom Table Tops 
5 PIONITE FLITTER, new, glamorous, glitter- 


} 4 J 
oo) { tt (ee rs ng with flecks of meta gold and silver 
n backgrounds of white, charcoal, aqua, pink, 
yellow ideal for kitchen counters and vani- 
ties. Pionite Lifetime Laminates are available 
in 14 convenient sizes from 30” x 48” through 
48” x 120”. 





PIONITE COLONIAL MAPLE, in soft neu- 
tral brown, also in Golden Maple, a warm 
blonde tone. Two great favorites with tradi- 
tionally-minded women. You'll find Pionite Life- 
time Laminates fabricate easier, produce better 
jobs, bigger profits. 














PIONITE SPINET, a striking multicolor with 
backgrounds in charcoal, coral, pink, yellow, 
white, and biue the perfect pattern to 
dress up kitchen work surfaces and vanities 
Spinet is another reason why Pionite appeals 
to a woman's critical style sense and appre- 
ciation of sound value. 








PIONITE TV MAHOGANY, warm meliow, dis 
tinguished-looking; one of a group of luxurious 
mahogany grains. Pionite’s precision quality 
melamine-armored surface resists cigarette 
burns, hot fats, fading, fruit juices, heat up 
_ : 1 — to 275° F., defies scuffs, dents, scratches 
Ay hs , E, ‘ j £ Bogie - 5 chipping, cracking, or breaking. 


Dimensional Vanities by Raygold Industries, Copiague, L.!., N.Y. 


Pionite oral 


SALEM, MASS. 
LIFETIME LAMINATES 


The modern melamine high pressure plastic laminates used in 


Please send me your latest brochure show- 
ing full-color selection of patterns. 


Name 





Address 





over 8 million homes, business and industrial establishments. 


NST  ceccncintictsienbinmnaliadiadiilliaaai 


PIONEER PLASTICS CORP., Salem, Mass., Sanford, Me., Los Angeles, Calif. 





| Turning Farmers into Buyers 


(begins on page 38) 


PLUS... 

256,000 custom size 
panels 

106 standard finishes 


Southern dealer advises ... 


"Know Your 
County Agent’ 


compare 
our fabulously 


Cooperation with agricultural advisers pays 
off for everyone: 


quality pine stock 


* Farmer gets better buildings. 
* Extension agent does a better job. 
* Dealer derives profitable business. 


shutter panels... 


NOW YOU, TOO, 
CAN PROMOTE THE 
QUALITY PINE PANEL 
THAT IS SWEEPING 
THE COUNTRY. 
BALANCED MOVABLE 
LOUVERS. 

SELECT PINE. NO 
WARPING. MADE BY 
SKILLED CRAFTSMEN. 
SANDED. PROMPT 
DELIVERIES. 


It’s good business to keep in close touch with agricul- 
tural extension personnel when you want to sell today’s 
prospering farmer. That’s the experience of Herbert G. 
Sherrill and his associates at the Sherrill Lumber Co., 
Statesville, N. C. 

The people to stay close to include the county agri- 
culture extension agent, the county home demonstration 
agent and the agricultural engineer at your state college. 
While these ag specialists cannot play favorites, it is only 
natural for them to suggest lumberyards known by them to 
be progressive and interested in up-grading farm building 
practices. 

Sherrill Lumber Co. helps these farm advisors regularly 
for farm trade is important to them. H. C. Ostwalt, sales 
manager of the firm, estimated that a full third of the 
company’s trade comes from the rural area around States- 
ville; anything that can be done to stimulate this trade is 
well worth while. 


NET COST PRICES 
6” da 8” - 2g 
18” 90 1.00 1.05 1.10 
ge -350. 920 6 «3.35 « «6158 
3p. tae. USS CO 
or Chee “T8170 135 
36” 1.85 1.90 1.95 2.10 


LENGTH 





























Packed 12 per carton. Plan your 
promotion. Sample panel 
FREE CATALOG. 


 Peimeorent inc 


TRADITIONAL AND 
VERTICAL SHUTTERS 


40C FIRST AVE. NO. 
MINNEAPOLIS, MINN. 
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$1.00. 


Recently Larry Payne, operating a 202-acre dairy farm 
in nearby Alexander County, N. C., consulted the home 
demonstration agent for help in planning a new farm 
home. The agent assisted Payne with house plans, then 
named several lumber dealers she knew were especially 
interested in working with farmers, dealers with modern 
ideas. Sherrill Lumber Co. was one of these up-to-date 
dealers named, and Payne selected that firm to advise him 
on materials. The house which resulted from this coop- 
eration has received national attention as an example of 
excellent modern farm planning. 

Continuous promotion. Sherrill Lumber Co. does a con- 
tinuous job of advertising and sales promotion to both 
farm and city trade. It takes space twice weekly in each 
of Statesville’s newspapers. In addition, a continuing pro- 
gram of spot announcements is used on the city’s two 
radio station. 

“We don’t go in for price advertising,” said sales man- 
ager Ostwalt. “Instead, we try to create a desire for better 


June 9, 1958, AMERICAN LUMBERMAN 











new homes and improved existing homes in our ads.” 

This approach tends to take the firm away from price 
competition with the city’s other five lumberyards. A con- 
tinuing program of sales promotion with the farm trade is 
carried on through cooperation with the farm extension 
personnel in the surrounding counties. 

“We try to help the county agent work up good farm 
demonstration club meetings,” Ostwalt said. “We supply 
the club with new motion pictures on use of the various 


building materials we handle 

“The most recent one occurred in late April, when we 
cooperated with the extension field representative in the 
annual Farm Demonstration Days. He wanted to show 
the farmers how to refinish water-logged wood floors 

“It is hard to pin-point exactly what one thing results 
in sales, but we believe in this type of promotion and keep 
at it. The fact that Larry Payne and others continue com- 
ing to us shows it’s helpful.” 





( | 
< 
1 2 BEDROOM 


Wall 


FAMILY ROOM 
i019 


KITCHEN is example of cabinet shop craftmanship of 
Sherrill Lumber Co. Built-ins were fabricated from state 
college farm home plans. 


Farm Home Designed With 
Help of Demonstration Agent 


At left above you see 
Herbert G. Sherrill, right, 
helping dairyman_ Larry 
Payne select suitable build- 
ing materials for his home 
The dealer was recom- 
mended by Payne’s home 
demonstration agent. The 
floor layout shown at left 
received nationwide notice 
as an excellent example of 
modern farm home plan- 
ning. 


WAITING for daddy on 
porch of their new farm 
home, Mrs. Payne and son 
enjoy comforts of good con- 
struction and modern farm 
home planning. 


Business of Farming, United States Gypsum Co 











It’s perfectly clear... 


. who took the doll, especially when 
seen through a transparent pane of per- 
fec tly clear PENNVERNON Window Glass. 

PENNVERNON has the clarity, surface 
beauty and freedom from distortion to 
meet your requirements for the window 
sash you make or buy. Both sides of the 
PENNVERNON sheet have the same brilliant 
finish and the ability to reflect accurately 


the colors of objects seen through it. 


mo 
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PYTTS@BuUR GH PLAT€ 


PENNVERNON label be 
guide. You'll find it’s good business to 
sell your customers this exceptionally 
brilliant, highly reflective quality window 
glass. It’s nationally known and nation- 
ally available through any Pittsburgh 
Branch or Distributor. Pittsburgh Plate 
Glass Company, 632 Fort Duquesne 
Boulevard, Pittsburgh 22, Pennsylvania. 


PENNVERNON® 


...not just Window Glass 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 


GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INOUSTRIES LIMITED 
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“Stalional Accounting System saves us $200,000 
a year...returns 102% annually on our investment.” 


— PITTSBURGH PLATE GLASS COMPANY, Pittsburgh 


"TELL 


"We have invested $195,098 in National 
Accounting Machines. Their many automatic 
features, their ability to produce several 
accounting records simultaneously, and their 
flexibility which permits shifting them quickly 
from one job to another—all these enabled 
us to improve our accounting procedures, 
resulting in estimated savings of $200,000 
a year which recovers our investment every 
12 months. 

“In addition to payroll writing, these 


Nationals are used for cost distribution, bond 
purchases, government reports, security ben- 
efit plan, general ledger, cost ledger, sales 
analysis, age analysis, work orders, produc- 
tion controland scheduling, inventory control, 
accounts receivable, and accounts payable 

“We are impressed with the ease and sim- 
plicity with which the equipment operates.” 


Controller, Pittsburgh Plate Glass Company 


THE NATIONAL CASH REGISTER COMPANY, varron 9, ono 


989 OFFLCES 
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In your business, too, National 
machines will pay for themselves with 
the money they save, then continue 
savings as annual profit. Your nearby 
National man will gladly show how 
and why your 


ge 


much you can save 
operators will be hap- 
pier. (See phone book, 





yellow pages.) 


* TRADE MARK REG, U. S. PAT. OFF. 
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BUILDERS HARDWARE 














Store Laboratory 


By PAUL ERGANG 


Merchandising Consultant 
American Lumberman 


The basic assortment of hardware on this fix- 
ture is grouped by usage: cabinet hardware on 
the left and builders hardware on the right. 
All merchandise has been arranged for the easi- 
est possible customer selection with the idea of 
exposing the customer to a maximum number 
of items. 


We give greater visibility to all merchandise 
and eliminate pigeon-holing by angling and 
positioning the shelves. (Note photo, opposite 


page.) 


Merchandise has been arranged to give the 
best possible viewing angle. Items that best lend 
themselves to binning are neatly arranged and 
binned on the shelf; other items, packaged for 
hanging, are displayed off the perforated insert 
panel. 


Key is customer acceptance. Engineered as- 
sortments of merchandise displayed on shelves 
are based on customer acceptance and rate of 
sale, thereby reducing the amount of backup 
merchandise carried at the point of sale. 


By removing the backup stock from the 
shelves, we release this space for exposure of 
larger assortments of merchandise. Backup 
stock is stored on the lower shelf or in the 
stockroom. By working with sales-engineered 
assortments, breakage, soilage and subsequent 
markdowns are avoided and excessive trips to 
the stockroom are eliminated. 


[he revolving cabinet hardware displayer on 
the top shelf of a unit is positioned so that it 


can be handled freely by customers and will 
not appreciably interfere with the customer's 
storewide visibility. This type of displayer is 
excellent, since it shows a broad assortment of 
hardware in a small amount of space and in 
some cases reveals the operating principles of 
the hardware. 


This broad display of merchandise permits 
the customer to make his own comparison and 
help sell himself. The properly-keyed stock 
identification numbers assists the customer in 
easily locating the items he wants. 


Locksets on top shelf. Locksets are displayed 
on the top shelf, using the manufacturers dis- 
players. They are shown at a height that en- 
courages a customer to examine them. Each 
item is carefully identified as to use. 


The selling stock of these items is stored in 
their original cartons on the bottom shelf. We 
do not recommend that this type of merchan- 
dise be shown opened or binned. Our experi- 
ence has been that there is a tendency to lose 
piece parts when stored in this manner. 


A small basic assortment of hardware can 
be handled on a 5’ unit merchandised both 
sides. Larger assortments would require addi- 
tional units. 


Most manufacturers’ displayers can be in- 
tegrated on American Lumberman's floating 
fixture. Overall length of this fixture is 60”, 
height 52”. 


(Builders hardware will be continued in the July 7th issue.) 








“DISPLAY-IN-ACTION” 














TOP: Locksets and manufacturers’ displayers are shown at a height 
that encourages customer examination. 


FIRST SHELF: Items are angled and positioned to give them maximum visibility 
and appeal. 


SECOND SHELF: Items that lend themselves to binning are neatly arranged on this 
shelf. Other packaged items are hung from the perforated insert 
panel. 


THIRD SHELF: Backup stock is stored on lower shelf in the stockroom, thereby 
eliminating soilage, breakage and subsequent markdowns. 





Credits: We acknowledge the cooperation of the following 
firms: Amerock Corp., Dexter Industries, Inc. and C. Hager 
& Sons Hinge Co. 
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Everyday, more and more “do-it-your- 
self” customers are asking for WOOD- 
LIFE and P.A.R. National advertising 
and promotion gets them to try...results 
get them to buy—again and again! 


| 7he 
| WATER REPELLERT, 
\paeseavative 


Woodlife protects all wood against warp- 
ing, swelling, shrinking, checking and 
grain raising caused by water and mois- 
ture absorption. Guards against termites, 
insects and fungus decay. Does not dis- 
color wood, yet serves as an effective base 
for paint or varnish. Nationally known 
by architects, builders, homeowners. 


P.A.R. imparts a beautiful, natural and 
glossless finish to ever-popular Red- 
wood, Red Cedar and many other woods 
with similar color characteristics. Pro- 
tects against discoloration, weathering, 
grain raising, checking, warping, swelling 
and shrinkage. 

Both available in quarts, gallons and 
five-gallon pails. ASK your jobber for full 
information. 


Nationally advertised to more 
than 213,003,665 readers in... 


NEW HOMES GUIDE 

HOUSE BEAUTIFUL 

HOUSE AND GARDEN 

LIVING FOR YOUNG HOMEMAKERS 
POPULAR MECHANICS 

SUNSET 


Potection Products 
MANUFACTURING COMPANY 


Dept. AL Kalamazoo, Michigan 
Circle No. 42 on Coupon, page 108 
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SUCCESSFUL AIDS 


Ad Series Sells Public 


on Jackson Lumber 


This series of unusual newspaper 
ads run by the Jackson Lumber Co. 
in The Evening Tribune, Lawrence, 
Mass., has caused considerable com- 
ment from customers and dealers. 

Signed by treasurer Joseph A. 
Torrisi, they combine the elements of 
institutional, personalized and indirect 
selling copy in each ad. Note that 
each ad told the date the next mes- 
sage would appear 


\ 
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For light frame construction... 
suggest ENGELMANN SPRUCE 


easy handling speeds construction time and cuts costs 


a 
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we "Ero, 


Me 


‘la = 





ENGELMANN SPRUCE is an ideal lumber Da] Write for FREE illustrated book 


for wall sheathing, roof decking and subflooring. — gn a 
ee eae ee -_- i] \ WESTERN PINE ASSOCIATION, 
‘0 Ines y 12 é 7 é > streng é Ni — ° ° 
= ce ee ee Dept. 707-D, Yeon Building, 


the ability to be nailed easily without splitting. Portland 4, Orenon. 

Small knots give even the lower grades a good ap- 

pearance. Engelmann Spruce is used for studding. 

joists and other general construction in accordance . sas 

J 6 Western Pine Association 


with its strength properties. member mills manufacture these woods to high 
: standards of seasoning, grading and measurement 


a | Idaho White Pine - Ponderosa Pine - Sugar Pine 
light color of Engelmann Spruce provide a wood | White Fir - Incense Cedar - Douglas Fir + Larch 
Red Cedar-Lodgepole Pine-Engelmann Spruce 


For interior uses the small, tight knots and 





for interesting paneling and interior finish. It is 
; lly dried oe os atid as and Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow 

carefully dried, assuring more accurate sizing ane 

improved woodworking qualities, insuring lower 


maintenance costs. 
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Basic Formula 


All 1” and 2” thick lumber from 2” to 12” wide is reduced to a least common denom- 
inator by separating the pieces into two different size packages. The A-Pak for 2-3-4-6-9 
and 12” widths or combinations that add up to 24; and the B-Pak for 5” and 10” widths 
or combinations that total 20. Nominal height on A-Pak is 10”; nominal height on B-Pak 
 e2-. 


24" A-PAK 20" __B-PAK _ 


2MOD. 2s 


} 





2-3-4-6-8 & 12” widths “5 & 10” widths 


2” Widths — 12 pcs. wide.| 6” Widths — 4 pcs. wide. 5” Widths — 4 pcs. wide. 
3” Widths — 8 pcs. wide.| 8” Widths — 3 pcs. wide. 10” Widths — 2 pcs. wide. 
4” Widths — 6 pcs. wide.| 12” Widths — 2 pcs. wide. 








What You Need to Know About 





M R 


Lumber System 


J. W. McCracken's 24”-wide and 20”-wide packets, The Modular Lumber System 1s 
much more than simply an arbitrary 


first introduced a year ago in this magazine, was given a selected size for lumber packages. In 

boost last month by the joint materials handling committee addition to bringing maximum loading 

and handling efficiency of lumber in 

of NRLDA and NLMA. A number of test cars have been units, it is a method of procedure 

. . . which offers a new approach to in- 

shipped with good results and more are enroute this month. ventory control. By actual tests, lum- 

Here is an explanation of the Modular Lumber System ber can be counted in just 1/15th the 

. ° time that it takes to count it piece by 

as told by Mr. McCracken himself. You see here the basic piece and then convert these pieces 
formula, railcar load patterns and mechanical handling tech- to board feet. 

: ’ ‘ ’ In addition, the system offers a new 

niques for the system from rail car and in yard bins. approach to estimating, ordering, in- 

voicing, etc., and at the same time 

clears up the mystery of counting 

lumber that now exists in the minds 

of most customers. In short, this sys- 


June 9, 1958, AMERICAN LUMBERMAN 








L EN G T H § 


6° | 8 | 10° | 12’ 1 14° 7 16° | 18 
| PAK | Pcs SIZE BOARD FOOTAGE 


nN nN 


. A o~4 120} 160} 200} 240! 280) 320! 360 
Size and 60 | | | | | | 
Quantity A| °9- 
Chart | | #@- 


This chart shows number A , 
of pieces for each size | = 30 - 
that make up board BR | 48 - 
footage for different ay & 
lengths of 2-module A- fa 40 - 
Paks and B-Paks. In Al 20 - 
last two columns are aan 

number of pieces high A 30 - 
and wide that make up | 15- 
the total in each pack- [ 94- 
age. This chart could be B 12- 
used for ordering by f 20 
modular packets from A i 
the mill. 10 - 


{ 
+ $ 


Ww WwW 
co 


} 


+ 


SO an un sa & 


N1oO Oo} 
NNN YY OW) hh ala BIA OA! 


NO 








tem embodies an improved method of 
merchandising Jumber in modular 
packets all the way to the ultimate 
consumer. 

What makes this a system rather 
than simply a package size is that the 
units are computed not simply on 
convenience or size of the carrier but J. W. McCRACKEN, lumber retailer 
based on a mathematical equation from Leechburg, Penna., who created 
that establishes a positive number of ‘he Modder tuner Sutet oe 
the same length pieces of lumber in a geen cde rey “aet 
unit, wich we call a MODULE, and te 16 “4 rage h rs by 
whose foot length becomes the deci- ee hi marrige soe 
mal or 1/10th of its board foot value. ora’, made ot his meer? pec 

Thus, to determine the board foot eg See - Prcagcrs 
value for any one module simply mul- pamere re we hh patnge é 
tiply its foot length by 10. Pak" of 2x6s which he holds below. 

This is expressed by a quick formu- 
la for transposing lineal feet into 
board feet for any give number of 
modules: 

M x10 x'L, = Be ft. 

In actual practice the lumber is uni- 
tized in packets which contain two 
modules each. For the two-module 
package, the formula is: 

zm xX 10x. 1). == Ba, ft. 

How it works. Suppose we have a 
stack of two-module packets, 8 layers 
high and 12’ Jong. First we multiply 
two modules by 8 layers to get 16 
modules. Now we use the formula: 
16M x 10 equals 160 times 12 
1,920 board feet. 

In order to obtain the least com- 
mon denominator into which all 1” 
and 2” thick lumber can be equally 
divided, we have established two dif- 
ferent sizes of the two-module packet. 
These are known as the “A-Pak” and 
the “B-Pak,” sketched above, whose 
board foot content are the same. 

Through these two basic packet 
sizes, each of which contains two- 

(continued on next page) 
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Rail Loads and Unloading 


and efficient. 





2 3 4 


R.R. Car Section—A-PAK 


2 3 4 S 


R.R. Car Section—B-PAK 


END-SECTIONS of boxcars at left and below show typical 
loading patterns for A-Paks and B-Paks and a mixed car. 
One-module packets can be used as side fillers in order 
to maintain a constant floor level. All packets are set on 
dowels in the car, which make loading and unloading fast 


2-A 
2-B| - 
2-B | I-B 


MIXED CARS—A & B PAKS 


BOOM 10’ 


SIDE 




















10Pr 


TURNS 

360 
MOD-U-LIFT is boom attachment for fork lift trucks 
designed specifically for car unloading of McCracken 
packets. Fastened to the end of a 10° boom is a 
swivel that slides under packages at their centers, 


allowing them to be maneuvered into and out of a 


narrow space. 


Mod-U-Lift plus end-handling device 


and leveling bar for bins shown on next page will be 
sold as a package for less than $500, McCracken says. 





modules, all normal orders can be 
filled and multiples of the packets can 
be built up for orders of any size. 
The dimensions and weights of the 2- 
module packets can be handled with 
light, inexpensive equipment and the 
relative small quantity for each packet 
allows maximum diversity of sizes per 
carload. 

Packet sizes. The “A-Pak” has a 
nominal width of 24” and a nominal 
height of 10” and includes standard 
lumber widths of 2”, 3”, 4”, 6”, 8” and 
12”; or those widths which can be 
evenly divided into 24. The height 
accommodates 10 pieces of standard 
1” lumber or five pieces high of 2” 
lumber. Although the number of 
pieces changes in relation to their 
widths, the board footage remains the 
same. 

The “B-Pak” has a nominal width 
of 20” with a nominal height of 12” 
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and includes standard widths of 5” 
and 10” or those widths which can be 
evenly divided into 20, while the 
height accommodates 12 pieces of 
standard 1” lumber or six pieces of 2” 
lumber. 

These two basic two-module pack- 
ets are made up at the mill and used 
in this form throughout the entire 
process of loading, transporting, un- 
loading, stacking, filling orders and 
counting. Because of their relatively 
small size they do not require an elab- 
orate or expensive method of pressure 
packing in shipments. 

2-module values. The chart on 73 
gives you the number of pieces for 
each size that makes up the board 
footage for the different lengths of 
the two-module A-Paks and B-Paks. 
In the last two columns are shown 
the number of pieces high and wide 
that make up the total number of 
pieces in each package. Thus we 


graphically prove that the board-foot 
value for each two-module packet is 
20 times its respective length 

Since we have reduced our 1” and 
2” lumber into two basic standard size 
packets, we now go a step further 
and establish a standard of 32,000 
board feet for a 40’ boxcar and 40.- 
OOO board feet for the 50’ length 
boxcar. This allows us to work out 
length percentages for car loading 
against an established quantity. Maxi- 
mum lumber loads can be accom- 
modated in boxcars using either A- 
Paks or B-Paks, or mixing of either. 
Because all of the packets conform to 
modules, they fit into innumerable 
loading patterns with minimum of 
wasted space. 

Illustrated here you see end sec- 
tions of two boxcars. One is loaded 
with 40 flat, two-module A-Paks with 
eight additional two-module A-Paks 
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1—LEVELING BAR designed by Mc 
Cracken raises a 2-module ‘‘A-Pak"’ of 
2x6's in bins and a 1” x 2” separator 
strip is removed. 


2—PULL-OUT of packet by one man is 
easy, as McCracken shows. Unit rolls on 
dowels placed between packets. 





Modular Lumber System 





Yard-Bin Handling 











The handling of McCracken’s 
packets in and out of bins ts best 
accomplished by use of the end- 
loader device seen at left and be- 
low. A packet can be moved 
from pile onto delivery truck in 
30 seconds, says McCracken. An 
improved end-loading attachment, 
using scoop concept, is now being 
made by McCracken and will re- 
place the type of attachment pic- 
tured here. 


te A a ™ 


4—END-HANDLING PLATES attached to fork lift truck 


slips under unit which was rolled partially out from 
piles by hand 


3—PORTABLE STEEL COVER is placed 
on tap of packet to hold load intact 


6—PLACEMENT ON TRUCK for delivery is 30-second 
job. Portable cover is removed to place on next packet 
coming out of bins. Order-assembly could also be 
made on horses near bins or on platforms. 


5—OUT IT GOES from bins. When fork 
truck mast tilts back, the lumber unit 
is automatically locked in the end-loader 
plate, assuring safety, says McCracken. 





The other contains 40 flat in sketch you see on page 74. over cars since he would know the 
B-Paks with four addi- Since we are dealing with two dif- exact number of packets per layer of 
B-Paks on edge. ferent-height packets, the simplest sol- each item and thus be able to diagram 


on edge. 
two-module 
tional two-module 





In each car the flat packets contain 
32,000 board feet if the car is 40’ 
long and 40,000’ if it is 50’ long. 
The eight additional packets on edge 
add 6,400’ to a 40’ car and 8,000’ 
to a 50’ car, giving a total of 38,400’ 
and 48,000’. 

The four B-Paks on edge add half 
as much or make a total of 35,200 
and 46,400. This type of loading re- 
quires no side bracing and gains max- 
imum use of space. 

Mixed cars. In order to maintain 
maximum flexibility in size selection 
and still eliminate car bracing by 
loading wall-to-wall, you can mix 
A-Paks and B-Paks as also illustrated 
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ution is to make up a few one-module 
B-Paks and use them as side-fillers in 
order to maintain a constant floor 
level. All the B-Paks can then be 
loaded in the bottom of the car in a 
variable number of layers with the 
assurance of a flat deck on which to 
start loading the A-Paks. 

Each layer of B-Paks will contain 
11 modules or 4,400’ of 10” width 
stock in a 40’ car, or 5,500’ in a 50’ 
Car. 

This type of loading would be ideal 
for shed stock where the quantities 
of single items do not contain a great 
amount of footage. It would also be 
an advantage to the salesman on stop- 


full layer loading for his customers. 

Mechanical equipment. Several 
handling devices have been designed 
specifically to speed movement of 
modular packets into the car, out of 
the car, onto truck or into the retail- 
er’s bins. These include Mod-U-Lift 
boom attachment for fork lift trucks; 
Mod-Ul-End attachment for end- 
handling of the packets in the yard; 
and a simple “Lever-Lift” for remov- 
al of a module packet from the bin 
stacks. 

Improved designs of this equipment 
have been completed this spring and 
orders for manufacture have been 
placed. It is estimated that all three 
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ARE YOUR PLANS 
FOR ORNAMENTAL 
IRON SALES 
UP IN THE AIR? 


IF SO, WE CAN BRING YOU 
DOWN TO EARTH WHERE 
THE REAL DOLLARS ARE. 


MOST NEW HOME PLANS IN- 
CLUDE SOME TYPE OF RAIL. 


Check these reasons you too, 
should be reaping profits. 


To 


Year ‘Round Sales 

High Mark-ups 

Free Sales Aids 

No Inventory-Space 
Problems 

For ‘Do-it-yourself’ Trade or 
Your Own Installation 
Adjustable! For Level or 
Stair Installations 


No Obligation: 


For prices, dealer information, 
etc., mail coupon today. 


. ELITE FABRICATORS 


Dept. D-7-A 
Bel Air, Maryland 


Gentlemen: Please send me the sales story 


on ‘‘Adjusto-Ease’ 


Decorative Iron. 


Name 


Address 


City 


State 











MODULAR LUMBER 


(begins on page 74) 





devices will be available for a total 
investment of less than $500. 

Mod-U-Lift. This is an attachment 
which fits over the forks of any 
standard fork-lift truck, with a rigid 
boom extending out 10’ on the end 
of which is fastened a swivel fork or 
load carrier. This allows the packets 
to be lifted from the bottom at 
their centers so that they can be 
turned around in close quarters. 

The primary use of the Mod-U-Lift 
is for loading and unloading two or 
four-module packets into or out of 
boxcars. The fork truck provides the 
power for raising, lowering, moving 
forward and backward, as well as 
turning right and left while the boom 
suspends the load and allows it to be 
turned. All of these movements, plus 
tilting of the boom, are required to 
manipulate the packages at certain 
Stages in the process. Wooden dowels 
are placed between each layer of 
packets in the car. 

In loading cars all the packets go 
into the car on predetermined wheel 
lines with minimum of turning. After 
they are moved into the cars they 
are turned parallel to the walls, set 
down on 34” dowels and pushed back 
to fill the left end. The right end is 
then loaded and finally the center. 
The entire car is loaded layer by layer 
so that there is always a flat surface 
for the dowels to roll. 

Lengths of 20’ can be loaded and 
unloaded into and out of boxcars with 
only 6’ wide doors by the same meth- 
ods used for shorter lengths! 

Mod-U1-End. After the car has been 
unloaded, the packets can be placed 





Private Research to Bring 
‘Order Out of Chaos’’ 


The progress of the Modular 
Lumber System since its initial in- 
troduction to the industry in A mer- 
ican Lumberman last May is a 
triumph of no small measure. 

Dealer Jim McCracken began 
“thinking” about modular applica- 
tions for lumber in the 1930's. 
His system is entirely the creation 
of pure research in the isolation of 
his lumberyard in Leechburg, 
Penna., at his own expense, moti- 
vated by an insatiable curiosity 
and boundless devotion to bring 
“order out of chaos” in the order- 
ing and handling of lumber. 

While it is far too early to pre 
dict the ultimate consequences of 
his pioneer work, it is clear that 
the industry is greatly indebted to 
him for a truly outstanding contri- 
bution in the field of materials 
handling. 

Robert B. Brown, materials 
handling director of NRLDA; 
also deserves commendation for 
recognizing Mr. McCracken’s 
achievement and bringing it to the 
attention of the industry. 

—The Editors. 











directly onto waiting trucks. Or, as 
probably more often the case, the 
loads will go into lumber bins at the 
yard. 

The Mod-U-Lift will remove the 
packets from the car and place them 
onto an assembly area near the tracks. 
Then, the lift truck with a Mod-U11- 
End attachment on the forks will lift 
the packets and stack them end-wise 
into the bins. 

The Mod-Ul-End has no moving 
parts, consisting of a “U” shaped steel 
plate that is fastened at the heel of 
the forks by metal stirrups. A flat 
steel plate is fastened similarly across 
the tips of the forks so that the end 
of the package is held in the clamp 
like jaws and is suspended over the 
cross-piece. Thus this overhanging 
weight of the package itself is suffi- 
cient to hold it intact. 

Since the height variation between 
the A-Pak and the B-Pak is 5%”, you 
need only one size Mod-U1-End for 
handling any packet. 

Where only one lift truck is avail- 
able and the rail siding is removed 
from the storage area, the dray truck 
is loaded at the car with the Mod-U- 
Lift. This attachment is then removed 
after each load and left at the car 
while the lift truck returns to the 
yard for attachment of the Mod-UI- 
End and subsequent unloading and 
stacking. This procedure requires only 
two men and the tie-up of one dray or 
delivery truck. 

Either the Mod-U-Lift or the Mod- 
U1l-End can be used to stack the 
packets. However, the end device will 
do the job in about half the time by 
placing dowels on top of each packet. 
The Mod-U1-End then places its 
packet on these dowel rollers with 4’ 
protruding into the aisle of bins. The 
lift truck then backs away and the 
package is simply pushed into the bin 
by hand. 

“Insert “Level-Lift”. When the pack- 
et is pushed completely into the bin, 
we use a “Level-Lift” bar to raise the 
packet, remove the end dowel and 
insert a 1”x2” sticker in its place at 
the front end of the pile to keep the 
lumber intact. 

To remove the packets, the proce- 
dure is simply reversed, using the 
“level-lift” to raise the packet, then 
pulling packet into the aisle and sub- 
sequently grabbing it with the end- 
loader for placement on delivery 
truck. 

Inventory count. Revolving of in- 
ventory can be carried out with only a 
minimum of two rows for any one 
size. Full packages are removed from 
one row, while a broken package re- 
mains on top of the adjacent row. 
Inventory is replaced after the first 
row has been emptied and the loose 
pieces moved to the new pile. It is 
necessary to have only one broken 
package for any one size. 

Inventory can now be counted 
very fast. First count the packets— 
then multiply by two. Next add a 
cipher and multiply by the length. It 
is as simple as that! 


June 9, 1958, AMERICAN LUMBERMAN 








From forest to mill to erection site, the integrated logging and 
prefabrication trucking operations of Mission Homes, Inc., 
and Rother Lumber Company employ dependable Mack trucks. 








Prefab homebuilders rely on Macks 


One of the Northwest’s largest 
makers of prefabricated buildings 
is Mission Homes, Inc., of Mis- 
soula, Montana, subsidiary of the 
Rother Lumber Company. Their 
operations are completely inte- 
grated—Rother handles the log- 
ging operation, cuts the lumber 
and delivers it to Mission, who 
builds the prefab homes and de- 
livers them to the building sites. 
Mack trucks are used in every 
phase of this integrated operation, 
from hauling the logs to delivering 


the prefabricated buildings to sites 
throughout the Northwest. 

For their specific operating con- 
ditions, Mission and Rother need 
trucks that provide dependable 
service on rough logging roads, yet 
give top performance over steep 
mountain roads and the open high- 
way. They are getting all these 
profit-making bonuses from their 
Macks, with minimum down time 
and low-cost maintenance. 

Give your Mack distributor a 
call. He will be glad to show you 





how Macks can help you to a more 
profitable construction or logging 
Mack Trucks, 
Plainfield, New Jersey. In Canada: 
Mack Trucks of Canada, Ltd. 


operation. Inc., 


MAC K 


first name for 


TRUCKS 


5864 











Modular Lumber System 


The Mill Viewpoint 











a mi 


George C. Flanagan 
Mill Manager, 
Tells: 


"Why and 


to Modular Lumber 


LEFT STACK (top to bottom)—B-Pak of 2x10s; A-Pak of 2x12s; A-Pak of 2xé6s. 
RIGHT STACK (top to bottom)—A-Pak of 2x8s; A-Pak of 2x4s. 
All packets above contain identical number of board feet) 


ow | Was Converted 


‘Retailers led the way in unitized shipments. Then dealer 
J. W. McCracken came up with the real solution to our entire 
problem,’ says the chairman of the subcommittee on lumber 
handling and shipment of National Lumber Manufacturers As- 
sociation, whose Oregon mill is being completely converted for 


shipment of modular packets. 


Here he reveals the ‘'story behind the most revolutionary 


idea in years for the lumber industry.”’ 


In the old days, when I was a boy, 
mother used to send me down to the 
corner store to buy some eggs. The 
eggs were kept in a big basket on the 
counter and when Mrs. Jones, who 
kept chickens, brought in fresh eggs, 
they were put right on top of the 
others, so unless the grocer sold out 
of eggs every few days, someone got 
some which they didn’t want. Some- 
times the grocer would drop one as 
he put them in the brown paper 
sack. Since all the eggs were kept in 
one basket you usually got an assort- 
ment of colors and sizes. 

If mother were there she would 
always ask if they were fresh and the 
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grocer always said, “Yes, Mrs. Jones 
just brought them in yesterday.” On 
the way home I would sometimes 
have an accident, so next morning we 
would eat corn meal mush for break- 
fast instead. Then there was always 
the ritual of figuring up “how much” 
for the nine eggs (one apiece and two 
for dad ’cause he was working), on 
the outside of the paper bag. 

Well. over the years, times have 
changed and we don’t sell things that 
way any more, except lumber. Most 
lumber is still handled a piece at a 
time, just the way it was 40 years ago. 
We still pile the new lumber on top 
of the old, and the old gets older 


System 


and dirtier and checks, and the grain 
raises and it warps, and finally some- 
one gets some they don’t want and 
we have a claim, or else we sell it 
cheap to get rid of it. 

It costs us $1-$3 a thousand every 
time we handle it, and it’s battered 
and shopworn from handling by the 
time it gets to the carpenter. We load 
it loose and more or less haphazardly 
in a boxcar, and by the time it gets 
there the dealer has to use a hand 
saw to get it out and we cuss the 
railroads for “humping” the cars. 

We complain to the railroads about 
the high cost of freight, yet we do 
nothing to increase the load per car, 
which would reduce both the number 
of cars required and the cost of haul- 
ing the lumber. 

A few years ago our customers, the 
retail dealers, got tired of waiting for 
us manufacturers to do something 
about it and set up a committee to 
work on the problem. Eventually 
they pressured the manufacturers into 
setting up a similar committee with 
whom they could work. I was ap 
pointed chairman of this committee. 

“No shows.” We met with the re 
tail dealers in September, 1956, and 
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out of nine on our committee only 
three of us showed up at all, but 
that was alright since we really didn’t 
expect to accomplish anything any- 
how. We were exposed to the en 
thusiasm of about 15 ardent retailers, 
who told about some things which 
had been accomplished and some of 
their hopes. Then we went home to 
forget about it, having done our duty 
in meeting with them. 

But, fortunately, they wouldn't let 
us forget it. No, they insisted on an- 
other meeting and asked for a_ pre- 
liminary meeting of a small group to 
plan the program. We held the pre- 
liminary meeting in Chicago in April 
1957 and had the big joint meeting 
with the retailers at Washington in 
May. In the meantime, we had re- 
vamped our committee somewhat to 
include more manufacturers who 
were interested and knew something 
about the subject and who would at 
least come to the meeting. 

First progress. That May meeting 
was historic. The enthusiasm of that 
group of about 25 persons was catch- 
ing and we planned a test shipment 
program to try out any system of 
packaging that anyone could think up. 

By fall everyone was talking pack- 
aging and lots of people had tried it 
in an experimental sort of way. At 
the NRLDA materials handling clinic 
at Philadelphia in November, a panel 
on the NRLDA-NLMA test shipment 
program revealed keen interest on the 
part of the dealers. 

Then came modules. After the meet- 
ing three or four of us were invited 
to a small dinner party to hear dealer 
J. W. McCracken tell about a system 
of packaging which he had devised. 
1 would much rather have gone to a 
show but it was my duty as chairman 
to look into these things, so I went 
to the dinner. 

As the system of “McCracken Lum- 
ber Packets” was explained, I gradual- 
ly realized that this was exactly what 
we had been looking for and I began 
to get excited. By the time McCrack- 
en got through, I had become the 
No. 1 McCracken fan and a most 
enthusiastic proponent of his modular 
system for packaging and handling 
lumber. 

First car. In December the first 
car of McCracken lumber packets was 
shipped from Pack River Lumber 
Co. at Sandpoint, Idaho, to Verona, 
Penna. It arrived in excellent condi- 
tion and was unloaded in a little less 
than five hours, as reported in Amer- 
ican Lumberman. In March a second 
car of packets was shipped from the 
Elk Lumber Co. at Medford and was 
unloaded as a demonstration before 
the joint committees at the Martin 
Wiegand, Inc. wholesale lumber yard 
in Washington, D. C., on April Ist. 

Damage free. On April 12th the 
third car of packets was loaded at 
our mill in a new 50’ Southern Pacific 
plug-door type car. A “bug” was in- 
stalled and the railroad was requested 
to bump the car “real hard,” since we 
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Reprints on Modular 
Lumber System 


The exclusive articles in this issue 
plus the additional data published in 
the May 26 issue of American Lumber 
man are being published in a special 
reprint, price 50¢, available from 
American Lumberman, 139 N. Clark, 
Chicago, Ill. (Quantity prices on re 
quest.) 











wanted to show that lumber loaded 
this way could not be harmed by 
rough handling. There was one 11 
mile-per-hour impact and several of 
7 to 8 miles without any damage to 
the lumber shipped, not one 2x4 was 
out of place when the car arrived at 
the StahIman retail yard spur in 
Houston, Tex. This car was unloaded 
before about 400 Texas retailers, as 
pictured in the May 26 
American Lumberman. 

Entire mill converted. As a result 
of these tests we feel that the system 
has now been sufficiently proven and 
we at Elk Lumber are now packetiz 
ing our entire production of dimen 
sion at the planer chain. 

In theMay 26th issue of this maga- 
zine, and on the preceding pages, you 
see the fundamental principles of the 
modular system. 

As McCracken says, it is a system 
far beyond just an arbitrary shipment 
package size. It not only has advan- 


issue of 


NO DUNNING, blocking or braces are 
required in boxcar loaded at Elk Lumber 
Co., Medford, Ore., using McCracken 
modular paks. Note two rows of packets 
on edge in center to completely fill 
space. 

Rows or layers are interchangeable 
because of modular concept, but combi- 
nations of lengths in various rows must 
be loaded according to pre-established 
loading pattern made by mill or dealer. 








tages for the dealer, but also for the 


mill. 

A normal load of packetized lum 
ber for a 40’ boxcar would be 38 
400’ and for a 50’ boxcar would be 
48.000’ loaded as we did the car that 
was demonstrated in Texas. (See May 
26 issue of American Lumberman tot 
loading diagram of this car). 

The top of the load is only 85” 
above the floor so there is still over 
Ihe cen 


3’ of space above the load 
ter of gravity is evenly distributed and 
cannot shift either lengthwise or side 
wise as it is loaded “solid” both ways 

The loading at the mill and the un- 
loading at the retail yard is no prob- 
lem because the units can be han 
dled readily with a lift truck equipped 
with a side swing and a McCracken 
Mod-U-Lift” boom (as described on 
the preceding pages). 

The units are set into the box cal 
on a %4” x 21” dowels. One man 
can easily roll a unit lengthwise or 
slide a unit sideways on the wooden 
dowels without any effort at all. A 
little pry bar aids the placing and ad 
justment of the dowels which are left 
in to facilitate unloading. 

Iwo men, One on each end, can 
easily turn the heaviest unit up on 
its edge by hand and thereafter the 
unit can be rolled and slid into place 
just as if it were flat. 

Packetizing eliminates 
and claims for damage in transit, mi 
nimizes degrade and improves the ap 
pearance of the lumber. 


shortages 





A mill salesman can make diagram for 
specific load in 10 minutes. Inventor Mc- 
Cracken has now prepared loading pat- 
terns for every conceivable combination 
of lumber sizes for every size of railcar. 

Eventually, the dealer could simply 


order a car of ‘'X"’ number of modular 
paks loaded according to a No. ‘'X” 
diagram, which he would select from 
tabular loading instruction book fur- 
nished by mill. 
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Look! 48,000 of Packetized Dimension 


Unloaded 


in Hours 


@® The McCracken system of pack- 
etizing saves time, cuts unload- 
ing costs 


@ No shortages 
@ No damage in transit 
@ improves appearance of lumber 


So successful have been the tests 
with the McCracken system of pack- 
aging that Elk Lumber Company is 
now packetizing its entire produc- 
tion of dimension. 


It will pay you to get on the 
McCracken system bandwagon. 


ELK LUMBER 


Write or wire us today! 


CO., Medford, Oregon 
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FRAMES (fs 
available in 
Tupelo Gum 
Beech 
Maple 
Oak 
Mahogany i 
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Builders quickly see the merit of exterior doors 

that include Art Glass door lights. Art Glass enhances 
any entranceway ...adds sales appeal to the 

entire home. Available in 11 new simulated-lead 
designs, or imported Bavarian cast glass in either round 
or diamond pattern... gold or green tint, or clear. 
“Leaded” designs are ceramically-fired . . . duplicate 
the blue-grey color of the genuine article. The Art Glass 


line covers a complete range of shapes and sizes. 


For full details contact your jobber, or write: 


'Ai L YWOOD, Inc. 


P.O. Box 706 Amarillo, Texas 
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GEORGE SAYS... 


“instalis easy...rollis 
easy...won’t jump!” 


VERSATILE ~— One set of hangers fits door 


thicknesses from 5” to 1%”. 


ROLLS EASIER 


coated hanger axles require no lubrication 


nylon wheels. 


ANTI-JUMP 


— installs > and 


Positively will not jump 


removes easily with 


hangers mounted. 


mtion Angle — 
need to disturb trim to 
hang or remove doors. 
Deeply embossed extra-strength 
hangers. 
Stronger, heat-tempered 


aluminum track. 


Only 1%” headroom required. 


The first rolling door hardware to offer 
all of these builder-demanded, customer- 
pleasing features at a low, low price. 


“Teflon” is a registered trade name of the 
DuPont Chemical Company. 
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Friction-reducing Teflon®- 





es 


HARDWARE AVAILABLE IN 
BULK OR PACKAGED SETS— 
IN 4, 5, 6 & 8 FT. LENGTHS 


NO. 647 ALUMINUM TRACK 





NO. 671 t - 
i% 

HANGER wean 
ROOM 


NO. 672 HANGERP 


i 


56’’ to 34’ door thickness 1” to 138” door thickness 
672 on front—671 on rear 671 on front—672 on rear 


hte 
ashington 


DISTINCTIVE BUILDING PRODUCTS 
For more information see your jobber or write: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. AL-3, Tacoma 2, Washington 
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The man said, 
“SPENCER KELLOGG LINSEED OILS WILL BOOST SALES” 


The man is right. Spencer Kellogg’s aggressive program of pre-selling 
includes advertisements in national consumer magazines like House 
Beautiful, New Homes Guide and others with strong homeowner cir- 
culation. Added to this are fact-filled promotional pamphlets that 
pre-sell the painting contractor by helping him sell his own services 
to the public. Other pamphlets tell the Spencer Kellogg quality story 
to consumers and suggest leading uses for linseed oils. Strikingly 
different packages for Pure Raw and Improved Boiled Linseed Oils 
eliminate costly mistakes. Handle Spencer Kellogg Linseed Oils. Let 
us give you a sales boost. 


Ea on a an @ a okci cee Wi me-tel, yaa, cen 


















Available, Pure Raw and Improv- 
ed Boiled, 5 gal., 1 gal., quarts 
and pints. Quarts and Pints 
come packed 12 to the case! 







AND SPENCER KELLOGG LINSEED OILS 
MEET ALL FEDERAL SPECIFICATIONS 















” 
SPENCER KELLOgES 6 


PURE RAW 
_ UNSEED 


"Cea, 





eo. 
‘ ae 
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FREE... valuable sales aids 
from Spencer Kellogg. 
Get your supply today. 


MAIL THIS COUPON TODAY! 
on oe Ge ee ee ee es es es ee es 
SPENCER KELLOGG and SONS, INC. 
Dept. AL-6, Buffalo 5, N. Y. 


Let us help you sell more paint 






... handle America’s finest 









linseed oil..-Spencer Kellogg's 
Linseed Oil. 






‘| you look * 
2 | 


> ati... 


Please send me Spencer Kellogg sales aidsl 





Name___ 





Address 





BUFFALO 


City State 








YOUR HOME OR BUSINESS 


FOR scicwos ot uss SET PRICES ON MINOR HOUSE REPAIRS 





. (. Ae YOUR q Th 4 
=) ) HOUSE DOCTOR 4 
SERVICE TRUCK f. 


ADD A ROOM, A BATH OR A DEN 
NOTHING DOWN - - 3 TO 5 YEARS TO PAY | 


LE 
ce 


YS 








HOUSES - INSIDE OR OUTSIDE WEATHERSTRIPPING WINDOWS 

PAINTS: ANYTHING THAT CAN BE 
PAINTED 

NO PAINT JOB TOO SMALL 


ROOMS, PORCHES, CABINETS, _ 
BUILDS: FENCES, BATHS, DENS WINDOW GLASS 
COMPLETE HOUSE CHANGES 12° x sf 14 "x 
ROOF FOUNDATIONS 
REPAIRS: FLOORS, STEPS, PORCHES 
FENCES 
PORCHES TO DENS, KITCH 
capone EN CORNERS TO BREAK 
FAST NOOKS, GARAGES TO 
mS, ATTICS TO PLAY ROOMS 


REFIT DOORS 


SHELVING 


DOOR LOCKS ELECTRICAL 


hg a) * aneey me 
L SCREEN ITEMS PLUMBING 
d we 7 . e Furnis ploce Woshe eaking F et 


| MINIMUM SERVICE CALL ~ $5.00 


HOUSE DOCTOR AND ASSOCIATES shina ? | All Prices Quoted ore fer Stenderd & Av wroge Sines | 
Call C.W. McLemore, Mgr. Furnish & Install New Screen Door L 


OXford 2-0666 CALL FOR OTHER SET PRICES OR FREE ESTIMATES. OX 2-0666 











DIRECT MAIL PIECE detailing prices on minor house repairs brought best results. Minimum 
service call is $5. Shown above are inside pages of the folder. 


Pre-set Prices, Direct Mail 
Pulls House Repair Jobs 


Fast service with pickup of screen doors, light switches and Going back about three years when 
faucets, the company has also built up the House Doctor service was born, 
trucks, one-year work guarantee a thriving clientele for remodeling McLemore was forced to waste a 
and building work. good many advertising dollars to find 
House Doctors and organizations of a scheme that would attract custom- 
House Doctor service by Hous- similar names are scattered across the ers. Newspaper ads, even those listing 
country. Many are segments of a the re-fitting of sagging doors for $2 
ton lumberyard. franchised service. But Houston’s and the repairing of leaky faucets for 
House Doctor stands alone in the city $1 brought little, if any response. 
“A cure for household headaches and is the brainchild of C. W. Mc- The yellow pages of the telephone 
from window panes in pain to Lemore. Realizing that home repairs directory proved slightly more effec- 
humped hinges.” This is how Hous- were to the lumber business as butter tive—a large ad under “Contractors- 
ton’s Gulfgate Lumber Co. advertises is to bread, he now lets one enterprise Building’ and another under “Lum- 

its House Doctor home repair service. support the other in profitable com- ber” which emphasized the service 
Through the efficient minor repairing panionship. Direct Mail Results. Best returns 
of all, McLemore noted, came from 
direct mail sent at bulk rate to se 
lected neighborhoods. Excellent re 
sults came from the House Doctor's 
complete listing of services and 

Te ee: ‘= 3. charges—down in black and white 
SERVICE FLEET oe CULT Ome ONSTR 4 RN Af with a year’s guarantee on work- 
parked in front of aan 2-066 uN Pag ; manship and materials. In addition to 
the House Doctor describing minor repairs and replace 
headquarters. Left B sri! : ments of doors, locks, weatherstrip 
to right, Charlie 9 = > bes Rite 3 soe ping, screens, windows, tile, roofs, 
Galick, field super- oe | — ‘ shelving and plumbing, the mailing 
intendent; C. W. ' = a piece gave prominent space to major 
McLemore, manag - services. Building, remodeling and 
er; R. L. Blackard, es wie room conversions were tied in with 
service representa- 1 ae oT ee —" financing information. The House 
tive. Ee, — a P aa ? (continued on page 86) 


are also factors in success of 


OUSE Dor ron. jad 
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REDWOOD INFORMATION CHART #5 


“Redwood finish grades” shows examples of the four finish grades _ This series of charts is offered to dealers free to make it easier to sell 
in full color. Ilustrates Clear All Heart and Aye Grade in both redwood, one of the most profitable lumber yard items. For your 
Vertical and Flat grain. Chart is 814” x 22”, on heavy card stock. free information chart, just fill out the coupon and mail. 

Watch for Simpson Redwood full-page, full-color ads in the Saturday Evening Post, House Beautiful, and American Home. 


REDWOOD FACT 


Simpson Redwood Bevel Siding is manufactured 
to exacting specifications in both Clear and Aye 
Grades. The stock is first air dried and 


Simpson then scientifically kiln dried to an ideal 


8% moisture content. This assures 


REDWOOD INFORMATION freedom from shrinkage, warping and swelling. 


CHART ‘5 
Simpson Redwood Finish Grades 


SIMPSON REDWOOD COMPANY 

ARCATA, CALIFORNIA. Regional Offices in Atlanta, Chicago, 

Cleveland, Dallas, Kansas City, and New York. 

Mills at Arcata, Eureka, Klamath, Korbel, California. 

Member California Redwood Association. 

we r =a 3 ~ * * “ % - 6 - 2 

Simpson Redwood Company, Arcata, ¢ alifornia, Room 30k 
Redwood Information Chart #5, 

FR EE “Redwood Finish Grades” ( ) z 
Redwood Information Chart #4, ‘ 

“Comparative Ratings” 


* « @ 2 + 


Name 
Firm Name 


Address 


PRAT ORE MIAN HERMIT COMPANY RECATR CRUPOENEA SAME SOR/ ND At 


City ig ~ Zone State 
SR-82 
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LUMBER MAP 


0) | 


NORTHERN 
HARDWOOD 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re- 
quirements in all Northern Woods 





*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hord Maple and Ocak flooring. Strip, Herringbone 


Block patterns. Custom kiln drying. Upper grades 


Hard Maple and Birch 


lumber, rough 





* : Marshfield & Park Falls 
Roddis Plywood Corp. . societal 
Roddis Lbr. & Veneer Co. of Mich., 
Roddis Lb. & Veneer Co., 

Sault Ste. Marie, Ontario, Can 
Complete stock N. Hdwds., Hemlock, W. Pine, Ce 
dar Prod., Maple, Birch, Fig. Hdwd. Ven'r’d Doors 

Plywd. Modern Dry Kiln facilities 


Ironwood, Mich 
Ltd. 





*Goodman Lumber Co... cotncr a nel inc 
Sales Office: GOODMAN, WISCONSIN 
Goodman, Wisconsin and Mohawk, Michigan 
White Pine and Bass 
Dry Kilns 


Mills at 
Hemlock, 
Planing Miii, 
Veneers 


Northern Hardwoods 
wood, Hardwood Dimension 
Rotary Cut 





. «++» Chicago, Ill. 


Michigan 


*Copeland Lumber Co. 


Mills—Marquette ond Newberry, 


CHICAGO — 228 N. La Salle St 
Hardwoods 


Sales Office — 


Planing Mills and Dry Kilns 





tMember Maple Flooring Mfrs. Assn 


*Member Northern Hemlock & Hardwood Mfrs. Assn 
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Doctor is also a real estate agent, 
licensed to sell a house after he has 
repaired it. Service here even extends 
to large and small painting jobs and 
to carpet and linoleum installation. 

Business, to date, is in the pink. 
From 10 to 12 subcontractors, each 
a craftsman in his field, are kept 
busy. The firm’s trucks, which are 
equipped with a $2,000 stock of tools 
and repair materials, are constantly 
on the move. Work is not confined to 
any particular area but is citywide, 
with a great deal coming in from the 
sprawling city’s newer suburban sec- 
uions. 

Small repair jobs, regarded as nui- 
sances by many yards, are welcomed. 
“On a $5 minimum charge—and that 
means $5 worth of repairs or mate- 
rials—you can’t make much profit”, 
admits McLemore. “But watch that 
$5 grow into $500 or even $5,000 
when you get a happy customer. Just 
one light fixture repaired quickly and 
efficiently may bring you something 
you can't buy with a million dollars 
good will and word-of-mouth adver- 
tising! I can back up this statement,” 
he went on, “by looking at our vol- 
ume on remodeling kitchens and new 
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MATCHING OLD AND NEW SECTIONS 
of a house in a remodeling job is essen- 
tial for homeowner satisfaction. Perfect 
matching in roofing and brickwork con- 
ceals the fact that this is a built-on wing. 





ca 
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family rooms. Nearly every one of 
these jobs was the result of a satisfied 
customer’s referral.” 

Doctor problems. The only ills 
which even the House Doctor cannot 
completely cure are those within itself 
While business is plentiful, carpenters 
are not! As work pressure increases 
and time is short, the best of men will 
skimp on repair or building jobs. Al- 
though the individual may always be 
able to find other work, an organiza- 
tion cannot get or keep customers 
when work is sub-standard. 

“If I have one trade secret to pass 
on to a lumberman who wants to 
start a home repair sideline,” con 
cludes McLemore, “it’s this: ‘get into 
the home, get the job done and get 
out as fast as possible!’ I don’t mean 
to cut down on the quality of your 
work. But if there’s one thing a home- 
maker can’t stand, it’s being torn up. 
And by all means, when you start a 
job, finish it before you wade into 
another one.” 

Probably not one customer in 20 
would admit it openly, but the speed 
with which home repairs are done 
appears to be almost as important as 
the quality of the work. 
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tv 
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> 

MAJOR REMODELING JOB consisted of 
addition of breakfast and utility rooms 
and kitchen, plus conversion of screened 
porch into brick-walled family room. 
(This is interior of house pictured above.) 


ATTIC REMODELING—two attractive 
bedrooms and a stairway leading into a 
paneled family room. Each of two major 
jobs sold for approximately $3,500. 


June 9, 1958, AMERICAN LUMBERMAN AND 





1958, First Award “to an editor 
for the best account of a devel- 
t of major significance to 


opmen 
the A 


the field served, 


@ 0S CCC CCOCCCS C0054, , 
ee 
%e 
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ations’ 4th Annual 


WINNER OF 

7 NATIONAL AWARDS a | 
FOR EDITORIAL "7 1°50 AWARD oF ment | 
ACHIEVEMENT Pr | 
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] 
| 


Jor Mi / i 
" rae 
c Utoria/ inane 


Merc 
erchandising Trade § Expor 


Ameri : 
. ed Ldmbermay 4 Kuildin 
ve ucts Men handiser ‘SCT F 


Seven coveted national journalism awards — b 
plus the top circulation in its field—is a rec- ¢ 
° . . ° e 
ord of achievement in which the editors of . 
. 7 
American Lumberman can take pardonable ¢ 
. 
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1958, Award of Merit » 
“for best single 
article of editorial 
service to the 
publication's field,” 
INDUSTRIAL 


pride. Each is an authoritative indication of 
merit carrying considerable weight. Coming 
together they are conclusive recognition of 
editorial leadership. e MARKETING’S 20th 

” Annual Editorial 

°* Achievement 
Competition. 
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chnwtens Luiken © 
Building Products Merchandiser 
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1956, First Award “for the best orig- 
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inDUSTRIAL 


1956, First Award “for the best series 
of related articles on one theme,” 
INDUSTRIAL MARKETING’S 18th An- 
nual Editorial Achievement Competi- 


tion. 


AWARD 
of \FERIT 


». Arthur A. Hood, Editor 
Asmercan lamberman { Buuideage Droducts Mearhandiser 
FOR OUTETANOING JOUR NMALION 

1934 





1955, Award of Merit “to an editor 

for an editorial Sp egg oe a 

publication’s policy and contribu 

significantly to the field served,” ~ 

Associated Business Publications’ 
Editorial Achievement 


inal technical research published in 
a regular issue," INDUSTRIAL MARKET- 
ING'S 18th Annual Editorial Achieve- 


ment Competition. 


ASSOCIATED 
BUSINESS 


AWARD 


of NPERIT 


++ Donald 0. Carison, Associate Editor 
Auerican Lambcrman { Pudding Products Mochundise 
FOR OUTSTANOING JOURNALISM 


1454 
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1955, Award of Merit “to an editor 
for the best account of major signifi- 
cance to the field served,” the Associ- 
ated Business Publications’ Jesse H. 
Neal Editorial Achievement Competi- 
tion. 


1955, Award of Merit “for best 
series of articles on one theme,” 
INDUSTRIAL MARKETING’S 17th 
Annual Editorial Achievement Com- 
petition. 


The Retail Lumber and Building Material Dealers’ National Business Magazine 


AMERICAN LUMBERMAN 


and Building Products Merchandiser 


59 EAST MONROE STREET @ CHICAGO 3, ILLINOIS 
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Log on carriage 
in Medco sawmill 


Mechanical handling of 
lumber at Medco 


Grading Medco lumber 


at aner ct 
atp er che 


Loading a well-assorted 
Medco mixed car 


MEDCO TRADEMARK 
YOUR 

GUARANTEE 

OF 

QUALITY 

LUMBER 


Medco's lumber 
comes from alti 
tude-grown 
tree-farm 
timber 


FROM YOu 


CAN OBTAIN 5 SPECIES 
OF LUMBER IN ONE CAR! 


Many dealers are keeping their stocks 
close to demand today by relying on 
MEDCO. 

From MEDCO you can get—what you 
need, as you need it—straight cars— 
or a mixed assortment of your choice 
in the same car. 

And the name MEDCO is your positive 
assurance of quality on every item. 
MEDCO is cutting its own fine quality 
timber. All facilities are modern. Grades 
guaranteed. 


DOUGLAS FIR PONDEROSA PINE 


All yard uppers, commons, 
dimension, boards, ship- 
lap, plank & timbers, rough 
or surfaced. 


SUGAR PINE 

Fine textured KD pattern 
lumber, 4/4 through 16/4 
selects, shop and commons. 


INCENSE CEDAR 


KD finish, panelling, boards, 
shiplap, and “pecky” 
boards. 


Selects, shop 4/4 through 
8/4, finish, mouldings, 
panelling, shelving, boards, 
shiplap. 


WHITE FIR 

KD finish, pattern, 2” 
VECM, boards, shiplap & 
dimension. 


Put MEDCO to the test. 
Phone MEDCO at Spring 
2-6268 for name of near- 
est representative. 


ORDER A 


MEDCO 


MIXED CAR 


MEDFORD, OREGON 


DOUGLAS FIR 
SUGAR PINE 
PONDEROSA PINE 
WHITE FIR 
INCENSE CEDAR 


ANNUAL CAPACITY 70 MILLION FEET 


OF TREE FARM PRODUCTS 


Member of West Coast Lumbermen's Assn., West Coast Lumber Inspection Bureau, Western Pine Assn. 
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Another first from Remington 


NEW CUSTOMER ATTRACTION 
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Remington announces a new %4’’ drill of 


unmatched power and distinctive good looks . 





erneat 


tor cord and 


ts 
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adapter! 
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MODEL 149DL 
DELUXE %” DRILL 


...and introducing a new polisher- 
sander for home, farm and shop 
Now the Remington name is featured on 
both housing and package. You'll reach 
more than just one big market with Rem- 
ington's high-powered, cool-running Model 


At last, a new %” drill to capture the fancy—and dollars— 127PS polisher-sander. Chuck fits adapter 


of men who appreciate the finest. It's the new Remington 
Model 149DL—a sales-making combination of outstanding 
performance, distinctive appearance and permanent good 
looks. Mail the coupon for complete details and names of 


wholesalers near you. 


Remington 


MALL TOOL COMPANY 

Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 

tN CANADA: Mall Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ontario 

* Specifications and recommended retail prices subject to change without notice 
Prices slightly higher in Canada 
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for quick conversion to a half-inch drill 
more powerful than leading industrial-type 
drills in this size. Retail price complete 
with 7" rubber backing pad, polishing bon 
net, assorted abrasive discs, side handle, 
adapter, three-conductor cord and plug 
with ground $64.50.* 


MALL TOOL COMPANY 
Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 
Please send catalog page on Remington's new Model 149DL Y%4”’ Drill 
Please send catalog page on Remington's new Model 127PS Polisher-Sander 
} Please send names of my nearest Remington electric tool wholesalers 
] Please send copies of catalog on complete Remington electric tool line with prices 


Name 





Address 





City 
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Put Luxury Look in Builders’ Hardware 


Stratawood Knobs 


A new laminated wood material called 
Stratawood has been adapted to decora- 
tive doorknob use by P. & F. Corbin 
Available with either vertical or hori 
zontal graining, the new knobs will not 
check or crack, it is said. Stratawood is 
a tough combination of resin-bonded 
layers of thin wood shaped to fit com 
fortably in the hand. The new knobs 
lend a note of warmth and style to in- 
teriors. Shown at right is the vertical 
grain while the horizontal grain is at 
left. P. & F. Corbin Div., American Hard 
ware Corp., Dept. AL, New Britain, 
Conn. 

Circle No. 201 on Coupon, page 108 


Decorative Escutcheons 


Four new front door escutcheons add 
luxury styling to doors, yet are very eco- 
nomical and easy to install when used 
with Russwin  locksets, says maker. 
Adjusta (top, left) is available in one 
to four individual plates, which can be 
installed in a variety of ways around the 
knob. Aloha (top, right) features intri- 


cate patterns; Peacock provides an ori 
iental flavor with glamorous overtones 
while Bella (bottom, right) is more tra 
ditional in design. Russell & Erwin Div., 
American Hardware Corp., Dept. AL. 
New Britain, Conn. 

Circle No. 202 on Coupon 


Touch-Open Latch 


A new. touch-open, easy-to-install 
screen and storm door latch is an- 
nounced by Russwin. Installation of the 
latch is said to require only a 134” hole 
to be bored in the door. The one-piece 
latch and handle assembly is then in 
serted and fastened to the door with the 
inside rose. No mortising or other oper 
ations are needed. The handsome latch 
opens with a slight push from the inside 
or a slight pull from the outside. A ver- 
tical slide lock button provides security 


but also has a no lock-out feature. The 


latch is available in brass, bronze and 
aluminum finishes. Russell & Erwin Div., 
American Hardware Corp., Dept. AL, 
New Britain, Conn 
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Two-Tone Garfield 


Most dramatic of Sargent’s many new 
IntegraLock designs is the two-tone Gar- 
field, which features knob and rose rings 
finished in bright contrast to the knobs 
and roses themselves. Cylinders and turn 


(continued on page 94) 
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KWIKSET “400 
Double Cyhinder 


Double Cylinder Lock 


rhe addition of a series of 
double cylinder entry models 
to its popular “400” line of 
residential locksets is an- 
nounced by manufacturer. lock 
Kwikset Locks, Inc., Dept. Locks, 
AL, 516 E. Santa Ana St., Santa 
Anaheim, Calif. Calif. 
Circle No. 204 on Coupon, page 108 


90 


Installation Kit 


Ideal for the home handy- 
man, a new kit, 12” x 11” x 
3”, contains all the tools re- 
quired for perfect “400” line 
installations. 

Dept. AL, 516 E. 

Ana 
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Har-Vey 
Kwikset 


St., Anaheim, 


Pocket Door Frame 


Called the Handi-Frame, 
a new pocket door frame by 
Hardware 
complete (all parts 
the door) in one Handi-Pak. 
American Screen 
Co., Dept. AL, 61 E. 
Ave., Northlake, IIl. 
Circle No. 206 on Coupon, page 108 


Products 


Tu-Tone Combinations 


Dexlock is offered in Tu- 
Tone combinations of brass 
and black or bronze and 
chrome finishes with con- 
trasting knob face inserts. 
Dexter Industries, Dept. AL, 
North 1601 Madison Ave., S. E., 
Grand Rapids, Mich. 

Circle No. 207 on Coupon, page 108 
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WOOD SCREWS 


& 


STOVE BOLTS 


TAPPING SCREWS 


cuts. 


MACHINE SCREWS 
& NUTS 


DRIVE SCREWS 


CARRIAGE BOLTS 
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IN FASTENERS 
SOUTHERN 
IS 


Dealers and customers alike appreciate value in to- 
day's quality-conscious market ...In fasteners, the line 
to stock is the line that sells fastest—and that's South 
ern Screws and Bolts. 


Your customers know from Southern’s national ads 
that all Southern fasteners are USA-made to highest 
standards of quality. This means that where fasteners 
are concerned, your customers are pre-sold on 
Southern. 


Stock the quality line that creates quality traffic in 
your store. Stock Southern—the line with the copy- 
righted EZ to C© time-saving, fool-proof labels! 


Write for our new Package Stock Guide 
Address: Southern Screw Company 

P. O. Box 1360 

Statesville, North Carolina 


WAREHOUSES: NEW YORK, CHICAGO, DALLAS, LOS ANGELES 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 
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only 
KEYCORNER 
gives you : 
all of these ion. -sgallly 


Flanges of Keycorner are shaped 
to assure full embedment with ef- 


fective reinforcement. Snug grip 
of edges with lath makes it easy to 


plaster corners. 
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KEYCORNER LATH 

















Exclusive new features of Keycorner give far 
greater crack resistance in plaster corners 
than any other type of reinforcement. 

What’s more, lathers and plasterers both 
like it. Lathers like the 4 ft. lengths. The 
precision fit. The smooth, pliable wire that 
doesn’t cut or tear the hands. The ease with 
which they can do a craftsman-like job. They 
like the way it’s bundled and packaged for 
convenient handling and storing. 

Plasterers like Keycorner because it’s so 








Designed to give maximum re- 
sistance to cracking—Spacing of 
longitudinal wires plus self-furring 
design adds exceptional crack re- 
sistance where needed most; keys 
plaster if open spaces occur be- 
hind Keycorner. 


Comparison Test Reveals 
New KEYCORNER Almost 
Doubles Crack Resistance 
A series of tests on crack resistance of plaster 
corners was recently completed by Edwin L. 
Saxer, Professor and Chairman, Civil Engineer- 
ing Department, Research Foundation, Univer- 
sity of Toledo. The chart at left records the results 
of KEYCORNER, plus those of the other com- 
monly used types of reinforcement tested by 
Saxer. The results speak for themselves. 

You can receive the complete test report by 
just filling in the coupon, 


the GREAT NEW 


CORNER 





Precision formed—Every piece 
springs snugly into place. Fits ac- 
curately and exactly in corners, 
giving a truly craftsman-like ap- 
pearance to the finished job. 


Be sure to specify the new KEYCORNER for your jobs. Available at leading building material dealers. 








GALVANIZED 
CORNER 
LATH 





easy to plaster over; also because they can 
take pride in the workman-like corners that 
are strong, and crack resistant. 

Builders like it because they get the 
highest quality job at a saving. 

There are many attractive features about 
the NEW KEYCORNER. It costs you 
nothing to get the facts. Send for complete 
information about this new product. Write 
Keystone Steel & Wire Company, Peoria 7, 
Illinois. 





plus all of these 
extra advantages 


e Galvanized to prevent rust streaks 

e Can be nailed or stapled 

e Easy to plaster over 

° e Smooth wire does not cut or tear hands 
> ia e Little cutting required 

ie Packed in 4’-0” lengths 

Delivered in cartons (651% Ib.) of 1,000 ft. 
Easy-to-handle; easy-to-store 





Department AL-68 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 


[_] Please send me FREE test report by Research Foundation, University of Toledo. 
[_] Give me the name of the nearest Keystone salesman. 


Name__ eae 











Firm___ 





Street = 





City = Zone_____ State 




















NEW PRODUCTS 
NOW AVAILABLE (begins on page 90) 


Hew veo TRUSSED RAFTER DESIGN BOOKLET fc ence wea wach the vin and 


add to the eye-appeal of this modern 
design. Knobs and roses are forged and 
the rings wrought. The attractive Rose 


AWARD WINNING Ring also is available separately for use 
| with other IntegraLock designs employ 


24-PAGE BOOKLET ing the “G” rose. Sargent & Co., Dept 
CONTAINS .... Al. 40 Water St.. New Haven 9, Conn 


on Coupon, page 108 
— TWELVE typical TECO 


trussed rafter designs. 








— COMPLETE DATA to build, 
assemble, ship and erect 
economical TECO trussed 
rafters, using 


TIMBER ENGINEERING COMPANY | 


ATT a i 
iii bthiei | 1319 18th St., N.W. Washington 6, D. C. 
enter a Please send FREE copy of “Design and Use of TECO Bifold D d 
. . . se 
sociations ... Write Tcsead Batters.” , aie oor Hardware 
for details on FREE McKinney's Bifold Door Hardware is 
TECO truss fabricat- Name designed for use with installations of 


ing el dileliktiahitelil Firm louvered or other doors in closets pas 
sageways and as room dividers. It is pro 


for your mans meet. Street......... ~-- . duced in two standard types, with orders 
ing. . | in special sizes available on request. Sets 
; No. 1200 and 1300 are for use with 
four-door installations in 4’, 5’ and 6’ 
openings. Sets No. 1220 and 1320 are for 
two-door installations of 2’, 242’ and 3’ 
openings. In the set are: A length of ex 
truded aluminum track, top and bottom 

il ‘ | pivot brackets with pivots, top guide 
Ad Rit ¥ ” hangers, necessary hinges, a concealed 
a ‘ ams- | e ype two-piece door aligner and door knobs 


McKinney Mfg. Co., Dept. AL, 1715 
Liverpool St., Pittsburgh 33, Penna 
) Circle No. 209 on Coupon, page 108 


by 
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. newly added to the fine 
line of top-quality Builders’ Combination Lock 


Hardware by SAFE .. . is Zt 
since 1849, S08 Fete Gy = 04 Gigs PSP PSN, ee A new screen and storm door lock in 
206, 101, 201 Flush Pulls * 115, 734 Flush : aluminum or brass finish features a 
Pulls * 784, 109, 209, 114 Flush Pulls ° thumb-controlled push-button in the 


444, 445 Cremone Bolts * 34” - 2” - handle—to lock and unlock. Newest ad 
dition to the E-Z-Set line, the lock has 


fe” Surtace Bolts and Slide Bolts. ‘ an automatic latch release, which elimin 
ates any chance of being accidentally 

ra locked out, says maker. The lock com- 

. prises two factory preassembled units 

that require just three small, equal size 

holes for easy installation on all %” or 

1144” thick, metal or wood doors. Avail- 

able with a smart tulip or a standard 


Order from your jobber. design round knob. National Hardware 

PADLOCK and HARDWARE COMPANY eee Fey ee AveR TS, S'S 
LANCASTER, PENNSYLVANIA Circle No, 210 on Coupon, page 109 

(continued on page 96) 
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SWAP THE TOP 





for this FACT-PACKED POCKET BOOK 


Small Enough to Fit Your Pocket 
Big Enough to Answer Nearly Every Question 


Mr. DEALER: Now’s the time 

to boost sales and impress 
customers. It’s easy with a copy 
of Pol-mer-ik Painting Pointers 
in your pocket. 

Nobody could possibly remem- 
ber the answers to all the ques- 
tions you are asked from day to 
day. But with Painting Pointers 
you can have all the facts right at 
your fingertips. 

Compiled by ADM—with the 
aid of the Painting and Decorat- 
ing Contractors of America— 
Painting Pointers is a pocket- 
sized gold mine of information. 
There are hundreds of tips on sub- 
jects like: short-cuts to better es- 


timating; light reflecting factors 
of color; labor and materials costs; 
FHA terms. Dozens of helpful 
ideas and tables plus. . . over 300 
definitions in the painting dic- 
tionary. 

Painting Pointers was espe- 
cially prepared for Pol-mer-ik 
dealers and professional painters. 
You can have your copy by just 
mailing us the cap from any can 
of Pol-mer-ik Linseed Oil or the 
word ‘‘Archer’” from a shipping 
carton, along with the coupon on 
this page. 

If you don’t sell Pol-mer-ik, 
send 25¢ and the coupon for your 


copy of PAINT POINTERS. 


A Complete Reference 


BUILDING PRODUCTS MERCHANDISER 


farcher- 
eM aniels- 
Miidiand 


Please send me a copy of PAINT 
POINTERS. I am enclosing a 
cap from the Pol-mer-ik can or 
the word Archer from a Pol-mer- 
ik carton 

Please send me a copy of PAINT 
POINTERS. I am enclosing 25¢. 


700 Investors Building, 


Minneapolis, Minn, 


NAME 


ADDRESS 


CITY 
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ene ee Hydro Hinge for Interior Doors 
NEW PRODUCTS 
Door-control hinges for residential 


(begins on page 90) doors and light special-purpose doors in 
business and institutional buildings includ 
ing half-doors, movable partition doors 
and gates are now available. Designated 
type 2-H, the hinges operate to provide 
both closing pressure and hydraulic dam- 
ping action. Fully ajustable for rate of 
closing and latching speed, the Hydro 
Hinges are easy to install and adjust with 
simple tools provided with each set, says 
maker. Bakewell Products, Dept. 16-AL., 
1128 Missions St., South Pasadena, Calif 
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Post to Raise Sagging Floors 


post to metal base plate, a cap with |” adjusting 
screw and a heavy top plate that is placed 
on top of the screw; the dealer supplies 
a 4” x 4” post of any length to meet the 
needs of his customer, also base and 
screw cap made to accommodate 4” 
round posts. Called the Tay-Bo Jack Post 
it is ideal for recreation rooms since it 
can be used as a framing member in 
partitions and decorated to fit any color 
scheme. Tay-Bo also may be used to 
raise barn and warehouse roofs and sag 
ging lofts. The minimum order for Tay 
Bo metal kit for either round or square 
posts is six. Taylor & Boggis Foundry 
Dept. AL, 1261 Babbitt Boad, Cleve 
land 14, Ohio 


Circle No. 212 on Coupon, page 


A new idea in an adjustable 
raise sagging floors of any height is an- 
nounced. Manufacturer supplies a heavy 


Have you ever wished that 


—you could buy at lower prices 

—you had bigger buying power 

—you could keep your inventory in better balance 
with demand 

—you could know when to buy most favorably 


You can have all of these advantages—and more—by 
using Biddle Purchasing service. 


Think of it! Biddle puts a large staff of buying experts and 
4 buying offices at your service. Biddle gives you big buying 
power—enables you to know where and when to buy at the 
lowest prices—on the best terms and deliveries. 


Imperial Excelon Tile 


[he Imperial design series is one of 
four Excelon Tile effects made in the 
Biddle gives you the time and facilities you don’t have your- s” gauge. Others are Straight-Grain, 

' : f : a. id Woodtone and Designers series. All are 
self to comb the market for money-saving offerings of lumber available in 9” x 9” tile size. The texture- 
chip graining of the new Imperial series 
extends through the entire thickness of 

iT n Y Buyina! the tile. A milled-dow n sample of Excelon 
ACT NOW! To Sharpe om ying: Tile in the Imperial series pictured above 
Be realistic! You can’t do by yourself what you can do with shows that the flooring’s non-directional 
: : a : Pi _ pee - i grain cannot be worn away by foot-traf 
the help of Biddle’s big buying power and Biddle’s buying fic, according to manufacturer. The new 
experts in all leading producing centers. Biddle’s service pays styling is made in eight colorings, in 9 
. as * x 9” vinyl-asbestos tiles. Armstrong Cork 
extra profits. Co., Dept. AL, Lancaster, Penna. 
Circle No. 213 on Coupon, page 108 


and building materials. 








Write for the Biddle folder today! 
Wood-Mode Linen Cabinet 


BIDDLE PURCHASING COMPANY Share 


the new Wood-Mode kitchen cabinet. 

y2:10) Broadway, New York 7, N. Y. The new unit is a five-drawer cabinet 
Established 1879 designed to serve a special storage pur- 

: eo : pose in kitchen or bathroom. It is de- 
Chicago Meridian, Miss. Seattle signed with a handsome drawer front. At- 
tractive hardware—available in numerous 
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designs and finishes to blend with Wood 
Mode’s Colonial or Contemporary cabi 
net styles—add a decorative accent. The 
36” linen cabinet is available in any of 
Wood-Mode’s 12 enamel colors, or in nat 
ural oak, maple or knotty pine. Wood 
Mode Kitchens, Dept. AL, Kreamer, Sny 
der County, Penna. 
Circle No. 214 on Coupon, page 108 


Big Aluminum Sheet 


The new Reynolds All-Purpose alumi 
num sheet for farm roofing and siding 
provides actual width coverage of 4’, after 
overlap, with lengths up to 144%’. Th. 
sheet is said to be of a new extra strength 
alloy. It can be installed over 2’ centers 
it is claimed. A warranty against corro- 
sion is offered. Reynolds Metals Co., 
Dept. AL, 2500 S. Third St., Louisville, 
Ky. 
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What's Your Answer? 
(Answers on page 102 


What material is used in the construction 
of a new-type commercial cattle feed bunk 
developed by an Illinois dealer? 


What is the purpose of 7/16” architec 
tural craftwall? 


What tip does Sherrill Lumber Co. offer 
you for turning farmers into buyers? 


. How may you obtain free of charge the 
new Redwood Information on Chart No 


5? 


. Name the dealer whose planning help re 
sulted in farmer W. C. Barnes and his wife 
winning first prize for farm home improve- 
ment? 


. How may you obtain full data on the new 
Modular Lumber System created by retailer 
Jim McCracken? 


. Which water putty producer thanks you 
for helping his firm to set a new sales 
record the first three months of 1958? 


. What are the two trends in modern farm 
buildings? 


. What service advertised by a Houston 
lumberyard has helped that firm build 
a thriving clientele for remodeling and 
building work? 


. Who offers painting pointers in o booklet 
small enough to fit your pocket, but big 
enough to answer nearly every question? 
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NEW Johnson 


ECONOPLANT” ~ 


with cement weighed 
on a separate scale 





All-welded Johnson bin, 
tot. capacity 55 cu. yds. 


3 aggregate compartments, 
45 cu. yds. total agg. cap. 


70-barrel cement tank 
with aeration system 


180-barrel-per-hour 
cement bucket-elevator 


Elevator boot-hopper 
for bulk or bag cement 


3 cubic-yard Concentric 
sTobidil- amiilsliltls| maelitige) | 


Separate cement scale 
meets rigid specs. 


“Wie csctiee, 6.5. JOH 


PLANTS + BINS «+ BATCHERS + MIXERS + HOPPERS + ELEVATORS + SILOS + BUCKETS 


~— Fa 


IT'S YOURS FOR APPROX. 


$1 0 000 F. 0. B. FACTORY 


For a minimum investment, 
you can own this Johnson transit- 
mix Econoplant (as shown at left) 
with Concentric aggregate-cement 
batcher. It complies with the most 
rigid concrete specifications because 
cement is weighed on an individual 
scale — separate from aggregates. 
Econoplant is ideal for clamshell 
charging, has large aggregate bin 
openings. Charging height is only 
301%) feet. Optional equipment, 
available at extra cost: belt con- 
veyor or bucket elevator for aggre- 
gates; cement silo; undertrack screw 
conveyor; bin signals; water meter; 
weather-proof electric control panel 
for plant motors (a package unit 
requiring only simple field wiring). 
See Johnson distributor or write. 


Mail to: C. S$. JOHNSON CO., Champaign, Ill. 


Send us literature on low-cost Econoplant. 
NAME 

TITLE 

COMPANY 

STREET 


CITY, STATE 
5801 BW AL 


NSON 60., soecro eats. 
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New Literature 





‘Famous S$ yymbols of Quality 


Technical Data 


Materials Handling. An improved system of materials han 
For a NW dling, which shows how East Side Lumberyard Supply Co., 
‘incon V2 East St. Louis, Ill, trebled its storage capacity with the help of 
. ar Trowmotor fork lift trucks, is outlined in a materials handling 
smooth ride survey. Complete details on the new method, which also sim- 
Soe mag am plifies inventory procedures, are described in Certified Survey 
‘AY poratssion No. 178. Towmotor Corp., Dept., AL, 1226 E. 152nd St., Cleve- 
land 10, Ohio. 


Circle No. 216 on Coupon, page 108 


r S-mMm-0-O-1-N Asbestolux. Lightweight, fireproof insulation board, Asbesto- 


lux, is the subject of a new 12-page brochure. The booklet 
describes a cross-section of uses for factories, homes, offices, 
schools and farms and includes illustrations of dozens of exist 
ing installations. A series of diagrams illustrate the fire protec- 
tion afforded by the material. North American Asbestos Corp., 
Dept. AL, 3210 Board of Trade Bldg., Chicago 4, Il. 


Circle No. 217 on Coupon, page 108 


Electric tools. A new catalog features Thor’s complete 1958 
line of portable electric SpeedTools. It includes illustrations and 
specifications on 4” through %” drills, drill attachments, kits 
and stands, grinders, jig saws, polishers, sanders, polisher and 

Just as “Chessie” has sander kits, saws and accessories for all Thor electric tools. 
: Thor Power Co., Dept. AL, Prudential Plaza, Chicago 1, Ill 
become a famous symbol 
for outstanding rail Circle No. 218 on Coupon, page 108 
service, NOYO, trade- “Publications You Can Use” is the title of a new listing of 
— more than 100 publications now available. It includes teaching 
mark of Union Lumber aids, folders, booklets, grade use guides, species books, dealer 
Company, stands for the and consumer publications, technical aids and sales helps. All 
“ Or concern the Western Pine region species. Western Pine Associa- 
finest quality in tion, Dept. AL, 510 Yeon Bldg., Portland 4, Ore. 


REDWOOD. Circle No. 219 on Coupon, page 108 


e Certified K. D. A bi-monthly news bulletin containing time and money-saving 
construction ideas, new product information, on-the-job case 
studies and other helpful articles relating to the building in- 

o ° - » “hiss 

VG & FG Stock dustry is now available. The new publication is offered free to 
anyone requesting it. Simplex Forms Systems, Inc., Dept. AL, 

¢ All Patterns 5605 Industrial Ave., Rockford, Ill. 

e Mouldings Circle No. 220 on Coupon, page 108 

Modernized mills and “A Throat Damper for Any Fireplace” is the title of a new 

ae ee bulletin (VC-100), which gives descriptions and specifications 
oe y for standard cast iron and steel plate dampers as well as for 
three quarters of a century the Beneform, the universal damper for unusual fire places 

Also included are up-to-the-minute suggestions for fireplace 

construction, floor plan requirements and hints for masons. 

help keep true—“‘once a Bennett-Ireland, Inc., Dept. AL, 34 Exchange St., Norwich, 


as Redwood specialists 


Noyo Dealer—always.” 
Circle No. 221 on Coupon, page 108 


Slide-A-Fold hardware. Har-Vey’s new four-page Bulletin 
MIXED CAR H-17 features the new Har-Vey Model “B” Slide-A-Fold hard- 
SHIPMENTS ware for folding doors. Construction and features such as the 
new reversible jamb hinge with a built-in door stop is complete- 
ly detailed. Easy installation is explained along with sequence 
photographs showing actual construction. American Screen 

Products Co., Dept. AL, 61 E. North Ave., Northlake, Ill. 


Union LumBer COMPANY Cra Na 22 0 Ce, se 0 


Consumer Data 


Fireplaces & barbecues. Everything homeowners want to 
know about indoor and outdoor fireplaces and barbecues is 
answered in a colorful, new 76-page book entitled “How to Plan 
FORT BRAGG and Build a Better Fireplace.” The publication contains over 

200 illustrations and includes complete information on planning, 
CALIFORNIA materials and erection of fireplaces and barbecues. The Majes- 
tic Co., Dept. AL, Huntington, Ind. 


TREE FARMERS AND 
MANUFACTURERS 


San Francisco 
Los Angeles 
Park Ridge, Ill. A new “How-to-Install Vina-Lux” folder is completely illus- 


SALES REPRESENTATIVES New York trated. It shows how to install Vina-Lux over wood or concrete 
THROUGHOUT THE NATION subfloors, step by step. Azrock Products Div., Uvalde Rock As- 
phalt Co., Dept. AL, Box 531, San Antonio, Texas. 


Member California Redwood Association Oe a ee | 
Circle No. 57 on Coupon, page 108 
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t af Sour ‘Siunesota’’ sales booster in action 


2 \ — om = 
_ oe = a a PROVIDES "SELL-INFORMATION” 
7 -ASSURES PRODUCT MOVEMENT 


New product “kick-off”? presentations made 
at your store for your staff are one of the 
important services rendered by your MINNE- 
SOTA salesman to assure good stock turnover. 

These informal product meetings are 
arranged for your convenience... before store 
hours, after store hours, any time you say. 
Your MINNESOTA salesman, an expert in his 
field, will explain new product features and 
merchandising, answer any and all questions 
and review selling features of the current prod- 
uct ‘‘best sellers’. In addition, he will recom- 
mend an initial new product stock specifically 
and accurately calculated to cover early 
demands in your sales area. 

Take advantage of this and other MINNE- 
SOTA merchandising services to equip your 
sales personnel with the two most valuable 
selling tools in the world—thorough product 
knowledge and new merchandising ideas. See 
for yourself what MINNESOTA’S exclusive 
dealer franchise can do for you. Write soon. 


Minnesota Paints, Inc. 
1101 Third Street —_ pasta te Minnesoto 


4 7 ‘ A é 4 4 - A e — 
Claude Dawson, MINNESOTA paint salesman, explains the fine . . * ( [Minnesota 
sales points of MINNESOTA'S new Concrete Floor Finish to the j PAINTS 
sales staff at The Clark Hardware Company, Minneapolis, Minn. : i j 
l a ae 
j : = B e 
EPS Fe ES ee. PLANTS: Fort Wayne * Atlanta © Dallas 
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These rugged lifetime aluminum driveway guides 
sell like “hot cakes.’’ Equipped with high power 
Stimsonite lenses, front and rear. Reflects head- 
light beams. Nothing to rust. Made in 3 sizes 


write for : ee to meet every requirement. 


this new book 


on America’s Dun-Wor Rustless Aluminum 


newest fireproof 
insulation 


board— 


ASBESTOLUX 


Asbestolux is a unique inorganic board made 

of special long fiber asbestos. A third the 

weight of ordinary asbestos cement boards, 

Asbestolux is as workable as wood with 

standard carpenter’s tools. Asbestolux is 

completely incombustible and will help you 

solve an unlimited number of construction, LIST PRICES 

maintenance and fire protection problems No. 220 20” tall. 1” reflectors 

more efficiently. Why not write today for 3x14" body stock 

your copy of the book, a sample and the No. 230 30” tall, 134” reflectors, 1B) 6 ot each 


name of your nearest distributor? inde cite tilbasaes tial calli DBE BOG B/ on its own 
No. 236 36” tall, 3” reflectors ; display 
3/16"x34” body stock .. each 1,95 fi : card as 
* pictured. 


) NORTH AMERICAN ASBESTOS CORPORATION DUNCAN -MORRIS : c a 


Board of Trade Building, Chicago 4, Illinois 48 N. VALLEY 8T. A AKRON, OH 10 
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a. Sales Aids 


Talking Window Demonstrator 


A new merchandising display contains 
an actual window sample, which rotates 
easily for the viewer to examine all sides 
and features. It also is available with a 
message sound repeater. The pre-record- 
ed, 60-second sales story is automatically 
spoken as someone steps on the rubber 
floor mat in front of the unit. Messages 
are recorded to fit the need of the display 
user. W. M. Products Co., Dept. AL, 
5425 Blossom St., Houston, Tex. 

Circle No. 225 on Coupon, page 108 


Tew Alaminum ROOF JACK 


FOR USE WITH KITCHEN OR A 
BATHROOM VENTILATING FANS « Aluminum Railing Unit 


An eye-catching rail display unit is 
available from National Aluminum Prod- 
ucts Co. on a nominal deposit basis. It 
effectively displays prepackaged low-cost 
aluminum railing. Only 12” x 44” of 


An exclusive Leigh design, with 
quiet back-draft damper and low 
silhouette. One-piece base plus water 


shield for « omplete protection \ ' of floor space is needed to show the beauty 

against rain or snow. 90 square Bi, ‘ and versatility of NAPCO aluminum 

inches of free area — plenty for the ty "i railing, which comes in 3’, 4’, 5’ and 6’ 

largest kitchen fan . prepackaged sections. National Aluminum 
Products Co., Dept. AL, 703 Pressley St., 
Pittsburgh 12, Penna. 


Eig VENTILATORS “" =~" 





The world’s most complete ventilator line 
—a ventilator for every use, from a single 
source. Roof, attic, foundation ventilators 
—all types, all sizes. Undereaves ventila- 
tors, miniature ventilators. And for spe- 
cialized uses, storm window ventilators 
and clothes-dryer ventilators. 


FREE CATALOG — shows ALL Leigh building 
products, the complete building products line. See 
your jobber, or write to us. 


LEIGH BUILDING PRODUCTS 
Division of Air Control Products, Inc. 
1858 Lee Street Coopersville, Michigan s 
IN CANADA: LEIGH METAL PRODUCTS LTD. Electronic Operator 

72 York St., London, Ontario The F. C. Russell Co. announces a new 
electronic garage door operator and a dis- 
play. The customer has a chance to see 
and use the miniature demonstrator, 
pressing a button to open garage door 
The electronic operator is easily installed 
on new and existing overhead doors, says 
maker. Door also stops the moment it 
meets resistance on the way up or down 
and an automatic light timer ends the 
problem of turning lights on and off, it 
is said. F. C. Russell Co., Dept. AL, Box 
26, Columbiana, Ohio. 

Circle No. 227 on Coupon, page 108 


BUILDING PRODUCTS Stanley Tools for Father’s Day 


Awnings & Canopies Outdoor Accessories Stanley Tools is offering dealers a 
Closet Accessories Aristocrat Mail Boxes chance to take advantage of Father’s Day 
Full-Vu Bi-fold Doors Ventilators as a selling event. A window poster, 

Peeper which is a preprint of a full-page color 
bones ay mee oe ad appearing in the June 7th issue of The 
olding iding Voor rardware Saturday Evening Post, titled, “For Fa 


(continued on page 102) 
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Roll this self-dispensing Shakertown Stain display 
right onto your floor! It's a completely self- 
contained selling unit—stocked and ready to ring iy 
up sales for you! A 


em 2 


ACTUAL STAINED CEDAR SAMPLES 
OF ALL 12 SHAKERTOWN COLORS 


ewe 









AN EXTRA LARGE SIDEWALL 
SECTION SHOWS ACTUAL 
STAIN ON SHAKES 


HANDY DISPENSER OF 
BROCHURES AND APPLICA- 
TION INSTRUCTIONS 


More stain sales — and p 
more profitable sales — ie N 
‘; HOLDS SELF-DISPENSING STOCK 


when you feature and dis- i . a. 
play heavy-duty Shaker- e.- | te OF NINE ONE-GALLON CANS 


town Stain—the stain 
with the color that lasts. 
It gives greater coverage, 
lasting beauty — years of 
weather protection... pre- 
ferred by builders and 


homeowners. 

* More Shakertown Stain sales for you in 1958... strong- 
ly promoted in leading builder and consumer publica- 
tions! Get your self-dispensing Shakertown Stain display 

now ... write for dealer program details today! 


Shakertown™ CORPORATION 


20310 KINSMAN ROAD, DEPT. AL6, CLEVELAND 22, OHIO 


SIDEWALL SHAKES - STAIN - JIFFY CORNERS 





(AT r 
Shalertowr A) G@LUMAc UNITS 


Sidr’ 
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SALES AIDS What’s Your Answer? 


(begins on page 100) PROTECT YOUR HOME & WEALTH! (Questions on page 97) 


CALK TODAY 
ath Reinforced concrete, precast in 7’ 





ther’s Day Give Stanley Tools,” shows 
how Stanley is helping to make some ex- pcr’ | me sections. See article, page 52 
tra Father’s Day sales for dealers. Stanley ‘ : 
asks that dealers tape this preprint in ‘ee he A factory-finished wood paneling, 
their store windows and display Stanley \/ Pe | gel 

Handyman Tools in the window, too, as , it installs direct on studs. See ad, 
gift suggestions. Also be sure to tidy up pages 32-33 
your Stanley Handyman Merchandiser, a 
says manufacturer. Newspaper mats to a , . “Know your county agent.” See 
tie in with Father’s Day are also avail- ; " PECORA _ om icl 64 

able. Stanley Tools, Div. of The Stanley es PO a ee 

Works, Dept. AL, 111 Elm St., New , 33 - Fill out coupon in ad, page 85, and 


Britain, Conn. 


Circle No. 228 on Coupon, page 108 mail. 


(by 6” deep) heavy cardboard display 
simulates an exterior wall section in stone Manager R. H. Kirk, Itis Lumber 
‘ »}- ar, y ‘ > ges “Pp ~ 
and clapboard. A top panel urges Protect Co. ee witide, page a 
A new diamond-shaped installation Your Home and Health.” It points down 
label now is available for dealers, appli- ward toward a rectangular frame, which Send for © special reprint qvellalite 
cators and fabricators to apply to com- supports the calking gun. Behind the gun, , net eae 
‘ ° a * “- ‘ . . anel reveals ; jern ranch rom American Lumberman. See de 
pleted Consoweld countertops. The new an inset panel reveals a mode anc 
label informs homemakers of the proper- structure, with arrows suggesting where 
ties and characteristics of Consoweld. calking should be applied. Pecora, Inc., 
Space has been provided on it for the Dept. AL, 300-400 W. Sedgley Ave., Donald Durham Co. See ad, page 
dealer to stamp his name and address Philadelphia 40, Penna. 35 
and thus personalize his product. It also Circle No. 230 on Coupon, page 108 
-alls « > ; > Cz . 2 lez i y In. 
calls attention tc — and cleaning in 32 Ways to Improve a Home 
structions. Consowe d Corp., Dept. AL, a variety of uses and (2) easy 
Wisconsin Rapids, Wis. A new low-cost booklet, titled “32 ‘iain alt, neal Ute tae 
Circle No. 229 on Coupon, page 108 Ideas for Improving Your Home,” is : 
. : available. It provides a graphic checklist 
Pecora Calking Display for the homeowner. The booklet can be 
. : : : obtained either with the back cover blank 
_A on display features a full or with a dealer’s message on the back ice. See article, page 84 
size calking gun of the cartridge refill cover plus the dealer’s own signature at 
a, yee with a cartridge of Pecora bottom. Channing L. Bete Co., Inc., Dept Archer-Daniels-Midland. See ad, 
5 ul > > . ee 
alking Compound. Set forth in bold red, AL. Greenfield. Mass. page 95 
yellow and blue colors, the 12” x 15 Picka tn OS ce Gounea, Sane 863 


Consoweld Installation Label 


tails, page 79. 


1) Structures adaptable easily to 
Pp y 


article, page 50 


A House Doctor home repair serv 

















Strong! Mewes &am 


Versatile! 


Handsome! Adljusta-rods. wood | 


A PROFITABLE SIDE LINE FOR YOU 





THE NEW 


mg CLOSET _ ae. rom v9 fe MANY TYPES FOR 
tee Ye | SUBURBAN HOMES 
ey ESTATES - CLUBS 

Gates To Match 





orModern| | 
Homes! | "WHITE CEDAR 


e If you’ve been looking for a stronger, SCREEN TYPE 
easier to fit closet rod . .. Lo Man Co’s 
new Adjusta-Rods are your answer. | es) 
Stronger because they’re made of | Right — POST AND @& 
heavy gauge steel tubes with com- RAIL— Hand Split— ® 
letely welded seams. Easier to fit | 2,3, 4 or 5 Chestnut @ 
ause they’re supplied with mount- R sil ‘ : 
ing plates and they’re adjustable in ants. 
— os up to 96” wide. (See 
photo at left) 
NEW CONSTRUCTION An improved product made by the 


manufacturers of Famous Lo Man Co | Note how 
AND REMODELING Aluminum Ventilating Louvers. ends of rails 
are doweled 


* LOW IN CcOsT ° Available in P | for easy 
FOUR ADJUSTABLE MODELS | eye 
* EASY TO INSTALL @MODEL RIG ... . 16” to 26” width sections 


@MODEL R26 ... «. 26” to 42” width - 
* WILL NOT SAG @ MODEL R42... « 42" to 72” width a — Toledo, O WHITE CEDAR - RESIDENTIAL 
EVEN UNDER @MODELRS6 . . . . 56” fo 96” width Welter teen. —_—-—— 
All models furnished with either enamel Fort Springs. PENTA PRESERVATIVE 


HEAVY LOADS or plated finish. ee ee We can treat both posts and rails with 


We can serve your truck this nationally known preservative. 


Ask your jobber or dealer... of write today for information 
Louve MANUFACTURING COMPANY WRITE FOR WOOD PRODUCTS CO. 
3603 WOODDALE AVE. © MINNEAPOLIS, MINN, TOLEDO 12, OHIO 
Circle No. 33 on Coupon, page 108 Circle No. 34 on Coupon, page 108 
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It’s here! A superior new plastic panel with 
brand new features you can talk about and sell. 
For example, extra-wide 48” coverage size that 
solves dealer inventory problems...saves archi- 
tects and building owners realistic amounts in 
labor and fastening costs. Higher light trans- 
mission in industrial colors due to superior 
resins, improved manufacturing methods. And, 
important to every user, far greater weather 
endurance—far greater durability ! 

All these extras are yours with new Stylux for 
no extra cost. Stylux sells for the same price as 
ordinary panels on the market today. And, nat- 
urally new Stylux offers every other important 
panel feature, too: strength and load capacity 
far in excess of industry standards, uniform 
thickness, fire and heat resistance, eleven strik- 
ing colors to please every decorator mood. 


REE AES SSR BG SS IESE TE 


™ oe 
8 on 0d 





eS, 











° 
find out 
Don’t wait, investigate new Stylux new—a product 


about Butler of the Butler Manufacturing Company, world’s larg- 


est manufacturers of pre-fabricated metal buildings. 





the new BUTLER MANUFACTURING COMPANY 
plastic panel Dept. 101, 3241 North 7th Street Trafficway, 


Kansas City 1, Kansas 


4 you can talk Please send me full information about Stylux, America’s 


brand new plastic panel! 





Manufacturers of Stylux + Metal 
Buildings * Equipment for about and SELL! Name. 
Farming, Dry Cleaning, Oil 
Production and Transportation, Addre 
Outdoor Advertising * Custom 
Fabrication City 
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year tires and taillight assembly. The 
overall of 12’1” provides 4’ x 8’ load area, 
with a bed of five quarters oak. General 
Engines Co., Dept. AL, Route 130, 
Chorofare, N. J 


Circle No 233 on 


AMERICAN 
LUMBERMAN 


New Equipment 


Coupon, page 


normally rapid temperature increase ot 
whenever temperature exceeds a specific 
level. The low-voltage system can be in- 
stalled in either new or existing buildings 
and wiring need not be in conduit. Minn- 
eapolis-Honeywell, Commercial — Div., 
Dept. AL, 2753 Fourth Ave., South, 
Minneapolis, Minn. 
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Grapple Attachment for Loader 


| Me t ' , A hydraulically actuated lumber grap 
r : ple attachment for its highly versatile 
Cary-Lift all-purpose loader is announced 
by Pettibone Mulliken Corp. The maker 
claims that the attachment’s facility to 
hydraulically rotate 360° and move its 
arms in and out hydraulically, combined 


aot bats Fe 


Fire Detection & Alarm System 


A new automatic fire detection and 
alarm system is designed to provide pro- 


tection under a number of adverse con- 
ditions. Included in the system is a 
specially designed central control panel 
containing numbered indicating lights to 
show at a glance the zone in a building 
in which a fire exists, a number of ther- 
mostat-size fire detectors, a fire-warning 
device (bell, horn or buzzer) and at least 


Tilt-Type Trailer 


A new low-cost, tilt-type trailer keeps 
center of gravity low to prevent side sway. 
Has hundreds of uses for small businesses, 
contractors and around farms where haul- 
ing is required. The trailer has a one-ton 


one manual fire alarm station. Fire de- 
tectors will sound an alarm upon an ab- 


capacity. It comes complete with mud 
guards, safety chains, trailer hitch, Good- 


with the Cary-Lift’s long reach, will spot 
loads with remarkable new agility and 
perform the same jobs previously per- 
formed by several machines. The Cary- 
Lift itself reaches out 4’ from the front 
of tires—at any height. It has a discharge 
of 14’. Pettibone Mulliken Corp., Dept 
AL, 4700 W. Division St., Chicago 51 

Circle No. 234 on 
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WHITE FIR 


Trade Mark 


DOUGLAS FIR 


Registered 
SUSANVILLE, CALIFORNIA 





PONDEROSA PINE— SUGAR PINE 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Meere Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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PLYWOOD ~> HARDBOARD 


Microwood 


POPLAR ¢ MAHOGANY e BEECH 


and other species 





Constructional Panels 








KYS HOLLOWCORE DOOR FILLERS 
HOENIG PLYWOOD CORP. 


Dept. L, 280 Madison Ave. 
Tel. MUrray Hill 5-2280 - 2281 - 2274 New York 16 


coooeoeeees) 
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HOW TO INSULATE HOMES AND FARM 
BUILDINGS 


Pau! Dunham Close. » $3.25 


Isn'tita fact that how to apply insulation is becom- 
ing a big question from more of your customers 
every year? This book, in condensed form, helps 
your sales staff supply builders, farm and home 
owners with the answers and the insulation. 204 
pages, 117 illustrations, 19 tables 


AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $3.25 for 
the above book 


Name 





Address 





City, State 








there’s 


SALES 
MAGIC 


in the new, 
precision 
balanced 


ALT-A-MAGIC 


SASH REMOVES by simply pushing slightly to left, de- 
pressing spring mounted guide. REPLACEMENT is made 
in the same manner. It's that simple... that quick! Bal- 
ance mechanism dis-engages and engages automatically. 


RUSTPROOF EXTRUDED ALUMINUM sash guides are 
used on Malt-A-Magic windows. Left side guide is spring 
mounted and equipped with adjusting screws. (Left 
above). Sash guide on right side has a channel in which 
nylon guide with plated, hardened steel fulcrum brake 
travels. Two specially treated, flocked coil springs are 
concealed in the channel and attach to the guide. A 
“bullet” on the sash automatically engages the guide 
mechanism on contact. 


BUILDING PRODUCTS MERCHANDISER 


investigate 


E-HUNG wood WINDOW 


Here .. . at last 
double-hung window with sash that can be 


is a precision balanced 


instantly removed and replaced from any up 
or down position. Malt-A-Magic operates with 
finger-tip ease and sash will not slip when 
stopped in any raised position. The completely 
concealed and foolproof design of this new 
Malt-A-Magic window will have great appeal 
to builders looking for additional home selling 
features. 

Malt-A-Magic is quality built, too... milled 
from first grade Ponderosa Pine. . . toxic and 
water-repellant treated. Like other Malta wood 
window units, Malt-A-Magic is fully modular 

. easy to install .. . available in a complete 
range of sizes. Jamb Liner construction adapts 
units to walls of varying thickness. 


Find out more about how Malt-A-Magic 
windows can work sales magic for you. Write 
Malta for complete details today. 


MFG. CO. 
Malta, Ohio 


Supreme Quality Since 1901 
Member Ponderosa Pine Woodworking Assn., and N.W.M.A. 
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American 


Lumberman 
Classified 





Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


allowed. 


June 9, 1958, AMERICAN LUMBERMAN AND 


All ads for classified section must be in Pub 
lisher's office 14 days preceding date of pub 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 


mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 











HELP WANTED 





HELP WANTED 








DETAILER—BILLER 
A reliable and experienced man wanted by 
old established millwork company in middle 
west. Must be qualified in architectural mill- 
work. Good salary and opportunity. Please 
give full detail of experience, personal 
background and availability. Address Box 
C-20 American Lumberman, Inc 


WANTED—Midwest Custom Millwork Plant 
needs estimator to take off and price mill- 
work items from architect’s plans _ for 
churches, schools, commercial buildings, etc 
Cost Book A experience desirable. Ability 
to detail and bill will influence employment 
Write full particulars and salary expected 
Address Box C-38 American Lumberman 
Inc 


FHA TITLE II MAN 

Large Florida Retail Lumber and Building 
Material Dealer wishes to employ man ex- 
perienced in making application for and 
processing FHA Title II Loans, and VA 
Loans, and in the handling of Construction 
Mortgages. Must have good record. Address 
Box C-39 American Lumberman, Inc 


"A 


Won't Stain or. 


Shrink Wallpaper... 


yo 
ae 








ll 
wien : 


CON-GLU-CEL 


Cellulose Wallpaper Poste 
@ GOOD ADHESION ... slides easily. 


@ DISSOLVES QUICKLY in hot or cold 
water...won't spoil. 

@ FREE FLOWING. 
Available in 5 oz. and larger quantity size containers 


GLUE CO. 
LOUIS 6. MO 


.. won't cake in box. 


CONSUMERS 


IS'© MN. HADLEY ST ST 
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ESTIMATING AND SALES 
“xcellent opportunity for aggressive young 
man with a successful Lumber and Building 
Material Firm in a rapidly expanding area 
within 70 miles of Chicago. Must be inter- 
ested in bettering himself in a growing or- 
ganization. Knowledge of drafting preferred 
Profit sharing and other benefits. Write 
stating qualifications, age and references 
All replies will be answered. Address Box 
C-40 American Lumberman, Inc 


I 





CONTROLLER WANTED 

by long established lumber and _ building 
material distributor in the Midwest whose 
annual dollar sales volume runs into seven 
figures Qualifications needed A good 
knowledge of accounting, including prepara- 
tion of all tax returns; credit and collection 
techniques and office management. Give full 
particulars of educational background, ex- 
perience, salary required and how soon 
available in first letter. Address Box D-20 
American Lumberman, Inc 


WANTED 

Young aggressive foreman for single Ply 
Veneer Plant. Experience with cutting, dry- 
ing, and splicing operations. Plant located 
in Ontario, operating on sustained yield 
basis. Good pay. Excellent opportunity for 
advancement. In reply give employment his- 
tory. Address Box D-21 American Lumber- 
man, Inc 





SITUATIONS WANTED 





Millwork, 30 years experience, estimating, 
selling, detailing and superintendent—mill 
ae Address Box C-47 American 
Jumberman, Inc 





Exverienced lumberman. 45 years bo»okke2p- 
er. manager and past five years inventory 
controller purchasing department lineyard 
headauarters, seeks new connection account 
compulsory retirement. age 65. Excellent 
health. Have not missed day account sickness 
over 30 years. Available July 15. Addres 
Box D-22 American Lumberman, Inc 





SALES REPRESENTATIVE 
WANTED 


LUMBER & DIMENSION 
WANTED 








Plywood cuttings or shorts not over 4” 


thick. Will pay $30.00 per ton, loaded on 
cars. Dayton Lumber Company, 4430 N 
Dixie Dr., Dayton, Ohio 





RAILS WANTED 





RAILS. New and Relaying, Bought and Sold 

1000 Good Serviceable Kiln Trucks in stock 
M. K. FRANK 

480 Lexington Ave., New York 17, N.Y 

400 Park Bldg., Pittsburgh 22, Pa 

105 Lake Street, Reno, Nevada 





RAILS FOR SALE 








New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va 





BUSINESS FOR SALE 











Prosperous building material business in 
Michigan's best tourist town. Ample ware- 
houses and yard space. Large, modern sales- 
room. Best of prospects. Would prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc 

Lumber & Building Materials. Near Seattle 
in fast growing community. Well diversified 
business provides substantial return. Good 
lease. Approximately $7,500 fixed assets plus 
approximat ely $50,000 inventory. Address 
Box D-25 American Lumberman, Inc 





LUMBER & DIMENSION 
FOR SALE 








Have fine boundary of hickory—would like 
to have orders for dimension. Please send 
us your inquiries on all kinds of soft tex- 
tured Appalachian lumber. Address Box D- 


24 American Lumberman, Inc 





Wanted: Commission Lumber Salesmen to 
sell 100° Kiln Dried Ponderosa Pine for 
large Eastern Oregon Mill. Territories open 
in all of Illinois and parts of Wisconsin, 
Michigan, Indiana. Production 160,000 per 
day—can include Mouldings, wrapper Pan- 
elling, etc. Some Mixed Species. State age, 
experience and references. Address Box D- 
23 American Lumberman, Inc 





M:SCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information 
THE MINNESOTA SPECIALTY CO 
Minneapolis, Minn. 





Printed Builders Forms 
Contracts covering Remodeling, Repairing 
Painting, Plumbing Sub-Contracting, Credit 
Applications, Payroll, Job Costs, Inventory, 
Estimating Forms, Estimating Books. ‘‘Save 
Time & —. Request sample list. YALE 
PRINTING, San Antonio 12, Texas 


MACHINERY FOR SALE 





For Sale: Northfield 27” Band Saw, 2 H.P. 
3 phase direct drive $785.00 
DeWalt-Monarch Hollow Chisel Mortiser 
142 H.P. 3 phase, direct drive $570.00 
Subject to prior sale 

Machines new and in original crates 
Sabrosky Machinery Sales 
Everything in Woodworking Machinery 
1115 So. Harrison St 
Fort Wayne, Indiana 


MILL MACHINERY 
Band Saw 64” wheels, 8” saws 
Knight Carriage, 4 blocks 20 or 36’ long 
No. 1 Boss Timber Surfacer, size 30” x 16” 
Baldwin Cir. Saw Sharpener #4015 
Lancaster Geared Blower #40 on stand 
Hanchett Band Saw Lap Grinder 
8” Band Saw Clamp #29 on casters 
Mall Chain Saw No. 7 (Gasoline) 3 foot cut 
Burroughs Moon Hopkins No. 7200 Calculator 
Ross Straddle Carrier, Model 70, 5 ton 
Bishop Lbr. Co., 2315 N. Elston, Chicago, I] 
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investigate 


the line 
that offers you 
and builders 


PLUS VALUES 


ALUMINUM WINDOWS 


DOUBLE-HUNG * SINGLE HUNG 
HORIZONTAL SLIDING * AWNING 
PICTURE SLIDING 


SLIDING GLASS DOORS 


REGENCY * CORONET 


See our catalog in Sweet's file. For the complete 
story see your local ALWINTITE distributor or 
write to Dept. AL 


GENERAL BRONZE CORPORATION 


ALWINTITE DIVISION 
Stewart Ave., Garden City, N. Y 








Circle No. 69 on Coupon, page 108 


Make a PROFIT 
gronel Boards 
ze with the... 





CROSS- CUTS 
OR RIPS 


FROM COAST-T0-COAST 
IN USA.and CANADA 


LIST OF OWNERS 
SENTON REQUEST 


Qok the Mow 
Whe Ownds One! 


PAYS FOR ITSELF IN A FEW MONTHS! 
Rips or cross-cuts can be made without removing panel 
from machine. One man can cross-cut or rip a 4’ x 12’ 
panel alone and quicker than two can on a table saw. 
All cuts are consistently square. Vertical and horizontal 
scales are attached for selective cuts. Machine is fool- 
proof; can be operated by unskilled in plete safety. 








WRITE FOR PRICES AND LI 


RICHARD C. BENNETT MFG. CO. 


BOX 339 LACEYVILLE, PENNA. 
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This Lifetime Nameplate 
SELLS on SIGHT Order 7oday 


a 


E> 
ae 


= Send us, via Parcel Post, the initial stock and 
display unit of DUN-MOR rural mail box nameplates, con- 
sisting of 
25 Doz. Letters, 6 each Q-X-Z.&; 
12 each all others 
2 Doz. Periods 
3 Doz. Blank Spacers 
1 Doz. Nameplate Raceway Brackets 
1 No. 1 Aluminum Rural Mail Box 
1 Sample Nameplate, Mounted Complete 
12 Letters, 1 Period 


2 Stock Retaining Trays—No Charge— 
Less 40% 
Terms 2/10 net 30 F.0.B. Akron 
SHIP TO 
© ADDRESS 
ZONE: «. 


ciTY —~STATE —s 


q DUNCAN -MORRIS CO. 


48 N. VALLEY ST. AKRON, OHIO 


i Se Me Be 23 Ge 
aa 
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“For service and initiative above and be- 
yond the call of duty in suggesting ‘““ScoTcH”’ 
Brand Masking Tape with every paint sale!”’ 
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Now is the time 


STANLEY 


PROPITOOL 


| 


“Our sales today, based on a com- 
parison of invoices before and after 
installation of our PROFITOOL 
tool center, are twice what they 
used to be and there is no indica- 
tion we have reached our first 
leveling off point yet.” So says Mr. 
James R. Davie, Sales Manager of 
Lincoln Avenue Lumber & Mill 
Co., Pasadena, California. 

Now is the time to install 
PROFITOOL. Mail a post card 
with your name and address to 
PROFITOOL, Stanley Tools, New 
Britain, Conn., and full details go 
to you by return mail. Do it now. 
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NEW EQUIPMENT 


(begins on page 104) 





Cement Unloader & Batch Plant 


The dual-purpose Grasshopper serves 
both as a cement unloading and batching 
plant. The unit is equipped with one or 
two manual or automatic 14 cubic feet 
1,000-pound beam cement batchers. Ce- 
ment for paving operations is moved 
directly from railroad hopper cars or ce- 
ment truck trailers to batch trucks. When 
the Grasshopper used transfer 
plant, the batchers are replaced by a 42 
bbl. capacity extension to the standard 33 
bbl. surge hopper. Dump trucks and ce- 
ment trailers can be filled at a rapid 300 
bbl. per hour rate, says maker. Power for 
operation is supplied by either an air- 
cooled gasoline engine, water cooled 
engine or electric motor drive. C. S. John- 


1S as a 


the fresher the paint... 
the faster it sells! 


Build volume, repeat business 
in your paint department 


2400 Vauxhall Rood, Union, N. J., U.S. A. 


son Co., Koehring Subsidiary, Dept. AL, 
Champaign, III 
No. 235 
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FOR INFORMATION ON 


Advertised Products 


Circle the numbers at the right which oppecr 
under the which you 
wish dotc 
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FOR INFORMATION ON 


“What's New” Items 


Ciscle the code number at the which 
corresponds to the number listed at the end 
“WHAT'S NEW” item. 
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Please Print) 


Company Street 
City 


Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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$3 daily, per person 
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additional 


{NEWEST LUXURY MOTEL 
IN MIAMI BEACH 






1 folder #029. 





OCEANFRONT AT 180th ST., MIAMI BEACH, FLA. 













125 Beautifully Furnished Guest 
Rooms and Housekeeping Suites 
++-Plus every luxury feature 
your heart could desire—for 
the whole family! 


Write for free color brochure, 
see your travel agent, 
or phone 


just For she fun OF it. 


vacation at the 









; 











LOS eT CTO COCO OC SOOO ® 


\e= 





Circle No. 75 on Coupon, page 108 


BUILDING PRODUCTS MERCHANDISER 








Pittsburgh Plate Glass Co 
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NEW... HEAVY-DUTY DELIVERY UNIT 


in bor Kug 









Heavy-duty half-cab unit for handling strapped lumber 
and the popular 


The jag-load truck for 
delivery of small orders. 
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LITERATURE 





COMMERCIAL BODY CORPORATION 


233 W. GARDEN ST., DEKALB, ILL. 
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Sad to say, the human anatomy is so arranged that when you 
keep your chin up you can’t help but stick your neck out at 
the same time 

» * . 

“Hello, Ruth. Do you still love me?” 

“Ruth? My name is Helen.” 

“Oh, I’m sorry. I keep thinking this is Wednesday.” 

* +. am 

Girls today are not what they were in 1940. Some are five 

years older. 


* * . 


Few men believe in dreams after they marry one. 


Somebody said it—Elvis Presley sings like Marilyn Monroe 

walks. 
oa * * 

The MAUK Lumber Co. deals in building materials, the en- 
tire range needed in today’s construction. We, with our affiliate 
organizations extending across the country, are able to meet 
any builder’s every need. 

That’s a big statement and provable only by test. Our sugges- 
tion to you—phone MAUK, ask the facts about the construction 
problem facing you today. There’s experienced advice and 
tested help here at MElrose 3-0300. 

* * > 

Simple Celia says the man who makes a fresh start often gets 
his face slapped. 

a - € 

So this man was standing at a bar one day, having a drink, 
when a kangaroo came hopping in and ordered a martini. The 
man was amazed! A kangaroo at a bar! He couldn’t believe his 
eyes. The bartender mixed the drink, set it in front of the 
kangaroo and said, “Here’s your martini.” 

The kangaroo said, “Hey, wait a minute. Where’s the olive?” 

The bartender said, “Oh, I’m sorry. Here’s your olive.” 

The kangaroo said, “That’s better,” drank the martini and 
hopped out again. 

e man watching all this was dumbfounded. 
said. “That sure is strange!” 

“Not at all,” said the bartender. “I often forget the olive.” 

* * ” 

Do You Know What Dep't: 

Do you know what high is? What some people get when they 
take a drop. 

Do you know what a hangover is? The moaning after the 
night before. 

Do you know what a MAUKtail is? The perfect blending of 
quality, price and service. 


“Wow!” he 


* * o 


MAUK Seattle Lumber Co. 


Seattle, Washington 


eS & © 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
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Basement Added Sales Area 


The basement at Ward Lumber Co., West Chicago, IIL, 
is an ideal display space, thanks to good housekeeping, a 
good paint job and fluorescent lighting fixtures. Used es- 
sentially as a hardware storage area, the basement is 
reached by a double-width stair from the center of the 
store. Customers are invited to visit the basement sales 
area to look for bargains. The economical fluorescent 
lights are left on continually and make the basement area 
more inviting. 


Handy Hardware Catalogs 


When Frank Arrant, contract hardware manager for 
Highland Lumber Co., Fayetteville, N. C., wants prod- 
uct data, he needn’t fret—it is all at his fingers reach in 
the handy wall rack you see above. 


Checks on Customer Service 


City Lumber & Supply Co., Rockford, IIl., keeps in close 
touch with its customers through a double postcard, which 
enables the customer to check “yes” or “no” whether his 
service had been satisfactory. Mailings are made from 
customer tickets. 

Questions, which the customers are asked to check are: 

1. Did salesman satisfactorily service your requirements? 

Did you receive your material on date promised? 
Was the driver courteous and helpful? 

Would you like to know about our charge E-Z pay- 
ment plan service? 

May we (without obligation to you) send our re- 
modeling representative to discuss remodeling: [) Kit- 
chen Attic [) Add-a-room Porch Recreation 
room [|] Garage Fence. 

One side of the double postcard lists more than 150 
items carried by City Lumber. Customers are advised to 
hang the card in their workshop or near the phone. 
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SLIDING DOOR HARDWARE 


The interior sliding door is a space saving innovation 
that has won popular approval from architects, 
builders and home owners. 


With this type of door there is no sacrifice of 
valuable floor space—as would be required for the 
conventional swinging door. More pleasing 
arrangement of room furnishing is also possible 
with free, unobstructed wall areas. 





Sliding doors are ideal for clothes closets, supply 
and storage cabinets or as room dividers in 
the home, office or factory. 


ee eed 
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Made in two styles—a single wheel and a 

two wheel hanger type, each with 

distinctive features—they fit any thickness of door. 
Hangers have large 1% inch diameter 

wheels of Nylon—They never need lubrication and 
operate with smooth, quiet precision. 








A specially designed rail made in 44, 56, 60, 68 and 
92 inch lengths, provides a rigid track. 

Slotted screw holes permit rail adjustment without 
removing doors or hangers—a new feature. 





No. 185 Two 
Wheel Hanger 











No. 182 Single 
Wheel Hanger 


Vddonal NANUFACTURING ComPANY {tine 
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BRIXMENT 


better Mortar tor Blocks 


WHY IS GOOD MORTAR IMPORTANT ? 


Because of their size and weight. concrete blocks require 
mortar with “body”, plasticity and water-retaining capacity. 
Brixment meets all these requirements. It has the body 


necessary to support the weight of the unit and hold it up 


‘ 


to the line. It has the plasticity necessary to prevent the BWAWATERPROOF:D CEMENT 


: ws hi — ° a F SONRY 
mortar from falling off the long head joint. while the Wet 


block is being placed in the wall. It has high water-retain- 
ing capacity, which gives the bricklayer more time. to 
shift and adjust the block to its final position before the 
mortar stiffens. 

It is the combination of these characteristics that makes 
Brixment the leading masonry cement for concrete block 
as well as for brick. 


Louisville Cement Company . . . Louisville 2, Kentucky 
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